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As necessary to one another 
as the three points of a 
triangle are the 3 factors of 








insurance—Assured, Company 
and Agent. To one of these 
three—the Agent, stimulated 
by his national convention— 
we extend congratulations. 
Fireman’s Fund, Home Fire 
& Marine and Occidental 
Insurance companies, the 
Fireman’s Fund and Occiden- 
tal Indemnity companies. . . 


SAN FRANCISCO 
NEW YORK CHICAGO BOSTON ATLANTA 























RESPONSIBILITIES 


“The Home of New York” recognizes 
the place that the local agent occupies 
in the business of insurance — fully — 
realizing the importance of his position 
as the medium of supplying the com- 
panies’ protection—also—that the 


American Agency System is living up 





to its responsibilities in providing a prac- 


ticable service to its members. » The 








Home Insurance Company of New York 





favors and practices co-operation with 


agents and their territorial associations— 





The Los Angeles City Hall is 452 feet high and towers above the adjacent building. The having for their object the preservation 


tower is surmounted by the Lindbergh Beacon which is visible for many miles. »The Home 
carries a substantial amount of insurance on this distinctive public building. » » » 


of the American Agency System—the 
maintenance of its broad and proper 
principles—operating to further the in- 


terests of the local agents and to maintain 





the high standards of this organization. 


THE HOME comeany NEW YORK 


ORGANIZED 1853 WILFRED KURTH, President 





59 MAIDEN LANE 
Strength «» Reputation «» Service | 
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“America Fore” 
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AMERICA 


FORE 








“America Fore” 








“America Fore” 


FORE 





We Believe With The 
National Association In 
Company-Agency Conference 








Outstanding among the achievements of The 
National Association of Insurance Agents during 
1931 is the inauguration of the Company-Agency 
Conference movement. 








Those companies and agents who have fostered 
the American Agency System from the time of its 
inception to the present, will recognize in this move- 
ment something more than a mere gesture of good- 
will. It is to be hoped that the conference idea 
will not only build true harmony among the vital 
factors of a great business, but that this movement 
may become a powerful agency for combatting evil 
practice and promoting the interests of all who are 
legitimately in the insurance business. 


With The National Association of Insurance Agents 
and The Executives’ Association working in accord, 
toward a common end, it may well be conceived 
that a new era of better business for all is just 
around the corner. 











THE CONTINENTAL INSURANCE COMPANY OF NEW YORK 
FIDELITY-PHENIX FIRE INSURANCE COMPANY OF NEW YORK 
NIAGARA FIRE INSURANCE COMPANY OF NEW YORK 
AMERICAN EAGLE FIRE INSURANCE COMPANY OF NEW YORK 
FIRST AMERICAN FIRE INSURANCE COMPANY OF NEW YORK 


MARYLAND INSURANCE COMPANY OF DELAWARE 


ERNEST STURM, Chairman of the Boards 
PAUL L. HAID, President 


THE FIDELITY AND CASUALTY COMPANY OF NEW YORK 
ERNEST STURM, Chairman of the Board 
WADE FETZER, Vice Chairman 
PAUL L. HAID, President 
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FIRE REINSURANCE 


INTERNATIONAL 


Insurance Company 
of New York 


SUMNER BALLARD, President 


80 John Street, New York 
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ALWAYS in the RUNNING 
WITH GOOD AGENTS 
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An Asset to Any Agent’s Office 





NATIONAL UNION FIRE INSURANCE COMPANY 
J. M. THOMAS, President PITTSBURGH, PA. 
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FIRE TORNADO AND AUTOMOBILE INSURANCE 





THE LONDON & LANCASHIRE 
INSURANCE COMPANY, LTD. 


ORIENT INSURANCE COMPANY 


LAW UNION & ROCK 
INSURANCE COMPANY, LTD. 


SAFEGUARD INSURANCE 
COMPANY 


ENGLISH AMERICAN 
UNDERWRITERS’ AGENCY 


STANDARD MARINE 
INSURANCE COMPANY, LTD. 
(Fire Dept.) 





Eastern Department Western Department Pacific Department 
20 Trinity St. 223 W. Jackson Blvd. 332 Pine St. 
Hartford, Connecticut Chicago, Illinois San Francisco, Cal, 





For Over Fifty Y ears 
Good Friends of Local Agents 
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THE 


PHOENIX 
INSURANCE 


COMPANY 


HARTFORD, CONN. 
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Standard Surety & Casualty Company 
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OFFICE MAN’S 
ACCIDENT POLICY 





HOME OFFICE: 80 JOHN STREET [th 
NEW YORK CITY A 


THE 


OFFICE WOMAN’S 
ACCIDENT POLICY 
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HOME OFFICE: 80 JOHN STREET i 
NEW YORK CITY 


FRANK G. MORRIS 
PRESIDENT 


This Policy Provides In- 
demnity for Loss of Life 








Anesthetics 
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Sales Names 


BUT ONLY 














Policy 


This is the first policy on the mar- 
ket that pays ALL of the follow- 
ing benefits for any one accident: 
V-Ray Film 


Bandages 


Operation Room 
Operation Fee 
Hospital Indemnity 


Nurse Indemnity 


Vedicines 
Laboratory 


IWVeekly Indemnity 


Complete details with sample poli- 
cies, rates and guide book will be 
cheerfully furnished together 
with information on agency con- 


tract. 


OF NEW YORK 
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Home Office: 80 John Street, New York, N. Y. 


FRANK G. MORRIS, President 


ANDREW J. MOUNTREY, Manager Accident Department 
“A Multiple Line Casualty and Surety Company’’ 
Surplus to Policyholders $2,800,147.48 
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National Association at Los Angeles 


Calhoun Becomes 
New Agent Head 


Sessions Start on Dot Under Firm 
Hand of Retiring Presi- 
dent Goodwin 


DISCUSS VITAL SUBJECTS 


Representatives from All Ranks of Busi- 
ness Give Views—Open Forums 
Are Feature 


Convention Headquarters, 

Los Angeles, Sept. 25. 

The National 
ance 


Insur- 
Agents closed its annual meeting 
electing W. B. Calhoun of 
Milwaukee president, he advancing from 


Association of 
today by 


the chairmanship of the executive com- 
“Big Bill,” 
into 
tional meetings by 


mittee. as he is familiarly 
prominence at Na- 
leading the singing 
He has 
had an admirable training for the work. 

The retiring president, P. H. 
win, will be on the executive committee 
and will be a big factor in the work. 

Mr. Calhoun started his career as a 
clerk in the Loyal Durand agency of 
Milwaukee. Later he became Wisconsin 
special agent of the Home. Then he 
was made state agent of the Fire As- 
sociation and subsequently occupied a 
similar position with the North America 
group. In 1920 he left the field and 


known, came 
at the opening of the sessions. 


Good- 





W. B. CALHOUN, Milwaukee 
New President 














NEW OFFICERS ELECTED 





PRESIDENT 
W. B. Calhoun, Milwaukee 


CHAIRMAN EXECUTIVE COMMITTEE 
Charles L. Gandy, Birmingham 








joined his brother in the Calhoun Insur- 
ance Agency. He served four years as 
chairman of the fire prevention com- 
mittee of the National association and 
three years was chairman of the finance 
committee. 

Charles L. Gandy of Birmingham was 
elected chairman of the executive com- 
mittee. He has served four years on 
the committee and has long been known 
as one of the organization leaders. Mr. 
Gandy started his insurance career as 
a stenographer in the home office of the 
Old Citizens Life of Louisville. He 
then became secretary to the president. 
He went to Birmingham and joined the 
agency of Ed S. Moore in 
clerk. Later he was made its 
surance manager. The agency was in- 
corporated and Mr. Gandy was made 
its secretary in 1922 and vice-president 
in 1928. Mr. Gandy was assistant sec- 
retary of the Alabama Association of 
Insurance Agents for nine years looking 
after all its details. He was chosen its 
president in 1928. 

President Percy H. Goodwin 
the convention on time the first 
ing and announced that on the dot every 
session would begin promptly. There 
were practically 1,000 people in attend- 


fire in- 


started 


ance at the first meeting. 
There was much interest in that par- | 
the 


ticular session because of 





PERCY H. GOODWIN, San Diego, Cal, 
Retiring President 





1916 as a} 


morn- | 


dis- | 


tinguished speakers and the fact that the 
administration would give its report. 
Rabbi Magnin gave the invocation and 
President Goodwin at once launched 
into his report but was compelled to 
give way to W. B. Calhoun, chairman 
of the executive committee, who read 
part of it owing to the fact that Mr. 
Goodwin's throat went back on him. 


Keynote Address Is 
Given by Bennett 


Secretary W. H. Bennett, last year 
gave the keynote of the convention and 
it met with so much approval that he 
was put on the program again this year. 
He stated that there is great uncertainty 
as to what should be done in this day 
of world turmoil. Competent leadership 
is needed as never before. There is un- 
rest in business everywhere and unem- 
ployment is increasing. 

Mr. Bennett predicted that unless a 
change came chaos might follow. In 
view of this situation he predicted a 
flood of legislation that will bear down 
on legitimate business. 
to give serious attention to the situation 
and to lend every possible assistance. 

Wilfred Kurth, president of the Home 
of New York, was given a most flatter- 
ing introduction by President 
Mr. Kurth had much to do with the 

(CONTINUED ON PAGE 34) 
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CHARLES L. GANDY, Birmingham 
Chairman Executive Committee 








| tional fire 
| the National 


He besought all | 


Company-Agent 
Accord Is Sought 


Allen Pledges Surety Association’s 
Support If Agents Drop 
Cut Raters 


MUCH PROGRESS MADE 


Goodwin Heads New Special Confer- 
ence Committee—Asks Field 
Force to Play Fair 


By C. M. CARTWRIGHT 
Convention Headquarters, 
Los Angeles, Sept. 25. 
The cooperative spirit is 
more and manifest in 
Much in this direction 


becoming 
more insurance. 
has been accom- 
plished during the year through the me- 
dium of the National 
surance Agents. 
Executives 


Association of In- 
soth the Insurance 
Association, the new  na- 
company and 


Casualty & 


organization, 
Bureau of 


Surety Underwriters have appointed 
conference committees to deal with the 
| National association. The latest great 
company organization to fall in line ts 


Goodwin. | 


the Surety Association of America. The 
agents had been having considerable 
trouble with the surety companies but it 
now seems likely that differences will be 
patched up and a new era of coopera- 
tion started. 

(CONTINUED ON PAGE 23) 





WALTER H. BENNETT, New York 
Secretary-Counsel 








Dodge Believes Bureaus 


Session Thursday 
Full of Interest 


Several Star Speakers Take Part 
Including Livingston, Hubbard, 
Dodge and White 


BANK RELATIONS SEALED 


Editor Drew Relates Beginnings of Na- 
tional Association—Shepherd Brings 
General Agents’ Greetings 


OS ANGELES, sept. 24 Che two 
ns Thursday brought out some 
peakers that attracted particular 

ttention. Insurance Commissioner Liv- 
ston of Michigan, the new president 
ot the Commissioners organization, and 
\ssistant Secretary ( lr. Hubbard of 
he \utomobile of Hartford held forth 
the morning, while O. E. Monnette 
los Angeles, vice-chairman of the 
board, Bank of America National Trust 
& Savings Association, and Cyrus K. 


Drew of San Francisco, editor “West- 
ern Underwriter,’ were the afternoon 
tions, 

President Goodwin outdid himself in 
introducing Commissioner Livingston, 
vho was a former field man and there- 
tore is well acquainted with fire insur- 

\l- 


Livingston was able to give much 


nsurance advice. At the close of his 

Idress Clyde B. Smith of Lansing, past 
president, was called to the rostrum and 
presented the commissioner with a huge 
bouquet of roses, the gift of emploves of 


thie 


Michigan insurance department. 


Hubbard Star Performer 
in Thursday Session 


THE NATIONAL 








| Too Many Bureaus 








ALBERT 
National 


DODGE 
Councillor, Buffalo 

Mr. Dodge gave a vigorous talk 
Thursday in which he declared insur- 
ance is overburdened with bureaus and 
advised merging or eliminating many for 
the sake of economy and to permit coni- 
panies to run their own businesses a 
little more. 


Insurance General Agents, brought the 
greetings of his organization, many of 
whose officers were in Los Angeles this 


week in a conference of their own. Al- 
fonzo Johnson, manager of the Dallas 
insurance agents association, took the 


platform and called attention to the pre- 
vious demoralized condition in his city, 
stating that four National leaders had 
done much to bring order out of chaos 
(CONTINUED ON PAGE 30) 





Mr. Hubbard was Gne of the star per- | 

formers of the convention. His mastery 
of English is splendid; he is forceful, 
and he adapts his philosophy to insur- 
nce In his talks he employs clever 
leight of hand tricks but ties them up 
with insurance He is one of the most 
pleasing insurance speakers of this gen- 
eration 

Mr. Monnette is a director of the 
United States Chamber of Commerce. 


His organization is familiarly known as |! 
the old Bank of Italy. In introducing 
the banker, President Goodwin recalled 


the fact that one of the seemingly in- 
sidious menaces was the entrance of the 
Bank of Italy with its numerous 
branches into the insurance business. 


\fter the matter was put up to the bank- 
authorities they decided to retire 
and this naturally brought much interest 
to the remarks of Mr. Monnette. 

iKditor Drew almost exhausted the 
dictionary in his witty, pungent and 
penetrating observations, His alliterative 
phrases were devised. Mr. 
Drew rates “way-back when” and 
took occasion to tell of the motivating 
factors that started the National associa- 
tion, C. F. Wilson and R. S. Brannen, 
both of Denver, Mr. Wilson a_ past 
president, and Mr. Brannen, the associa- 
tion’s first secretary. 

\t the beginning of the morning ses- 
sion the three men who presided over 
the group luncheon conferences Wednes- 
day afternoon and the local board 
breakfast conferences Thursday morn- 
ing reported. 

J. K. Shepherd, of Little Rock, presi- 
dent of the American Association of 


Ing 


cleverly 
from 





| cently 
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A Burden 





Urges Eliminating Many 
or Merging for Economy 





Albert Dodge, chairman executive 
committee New York State Association 
of Local Agents, Buffalo, and National 
councillor for New York, registered an 
unequivocal “yes” in the discussion 
Thursday afternoon on the subject, “Is 
the Business of Insurance Overcon- 
trolled by Bureaus?” but begged leave 
to change the question to, “Is the Busi- 
ness of Insurance Overburdened with 
3ureaus?” 

“One has to realize in approaching 
a discussion of this subject,” Mr. Dodge 
said, “that he must of necessity talk 
plainly about such a system of bureaus 
that has grown so rapidly and seems 
to have been fostered by companies 
largely through habit until it has grown 
to such proportions as to be a positive 
hindrance to the business. But have al- 
ways in mind that criticism is perfectly 
proper if it is done in a constructive way 
and to make suggestions to better the 
business methods used in governing the 
business in which we are engaged, 





Bureaus Not Successful 
in Controlling Actions 


“The fact that the methods being used 
at the present time do not seem to be 
successful in controlling the actions of 
both companies and agents leads me to 
believe that some changes are absolutely 
necessary, and if in this respect we can 
bring out some constructive thought, it 
will be well worth while.” Mr. Dodge 
continued: 

“When one looks over the list of bu- 
reaus, rating organizations, commis- 
sions, and so forth, it astounds one to 
see how rapidly the number has in- 
creased year after year until there 
seems to be a great deal of confusion 
and misunderstanding as to where the 
authority of one organization ends and 





another begins, and we cannot help but 








Thomas Gets Great Applause 





The National Union Fire is restored to 
the cooperating list of the National As- 
sociation of Insurance Agents. In a 
most dramatic and impressive environ- 
ment, President John M. Thomas, re- 
elected chief executive, pledged 
the cooperation of his company to the 
principles of the National association. 

President Percy Goodwin stated that 
the National Union was put on the non- 
cooperating list in 1928 after the man- 
agement had used every endeavor with 
the National Union to have it change 
its ways and not violate the principles 
and rules of the Minneapolis Insurance 
Board in appointing a multitude of un- 
qualified agents in competition with the 
regular board agents. 


Goodwin Notes That 
Times Have Changed 


The National Union refused to accede 
and hence it was declared to be unfair 
and was lifted from the cooperating list. 
President Goodwin said that times had 
changed and new executives had taken 
hold. He stated that President Thomas 
desired the company to be reestablished 
in the good graces of the organization. 

He paid a notable tribute to Mr. 
Thomas, stating that he had a very large 
acquaintance with agents throughout 
the country. The Minneapolis Insur- 
ance Board and the Minnesota Associa- 
tion of Insurance Agents both unani- 
mously withdrew their opposition to the 





JOHN M. THOMAS 
President National Union Fire 


National Union and requested that it be 
restored to the seats of the mighty. The 
national executive committee prepared 
a resolution to that end which was em- 
bodied in the regular resolutions coming 





(CONTINUED ON PAGE 30) 








feel that inasmuch as both companies 
and agents agree that these different 
organizations have not been successful 
in controlling the action of certain com- 
panies and agents, something must be 
done to improve the situation, 

“To my mind the situation at the 
present time is somewhat like the busi- 
ness man who installed a very elaborate 
system for handling his business. A 
year after the installation he was asked 
how the system was working. His re- 
ply was, ‘The system is fine, but it 
takes so much damn time to work the 
system that we have no time to get 
business.’ 


Much Time Is Lost 

in Reaching Decisions 

“We continually receive letters from 
our companies that are certainly pa- 
thetic when we submit something new 
to them. Their only answer is that it 
will have to be referred to this or that 
bureau for decision, and then it takes 
anywhere from one week to a month 
for a decision. In the meantime the 
business in many cases is lost and the 
agent who is in close contact and 
understands all of the angles of the 
proposition is not allowed to place any 
of his ideas or suggestions before the 
bureau, and when a protest is made the 
company throws up its hands and says 
that nothing can be done ‘unless you 
can show us the way to get by the 
bureau.’ 

“In other words, the companies are 
allowing themselves to be so controlled 
by incompetent bureaus that they are 
not able to handle their own affairs in 
a business-like way, but rely entirely on 
these bureaus to attempt to do their 
underwriting and make rules and regu- 
lations which they themselves do not 
comply with. 


Often Lack Experience 

in Underwriting Field 

“It is not unusual to find that the 
men in these bureaus have not had the 
experience in the underwriting of in- 
surance that is so necessary in consider- 
ing all angles of the risk. Their rates 
and rules are arrived at through sta- 
tistics and book figures and not through 
actual necessities of the insuring public, 
and they frequently admit that the rate 
given for any new proposition is purely 
guess-work. 

“We have heard a good deal of talk 
about acquisition expense. It would be 
interesting to know just what these 
large number of bureaus and organiza- 
tions are costing the companies to main- 
tain, 

“There is another very serious condi- 
tion which seems to have been brought 
about by the building up of this system 
of bureaus, which is that the business is 
so hemmed about by rules and regula- 
tions that it no more attracts men of 
marked ability to it. 

“It has come to a place where in- 
telligent effort and brains do not amount 
to a great deal in the business because 
we constantly get a reply to any real 
constructive suggestions to our com- 
panies that the bureau rule is so and 
so, the rate is so and so, the form must 
be written so and so, and no change can 
be made. 

“I think that one of the most con- 
structive pieces of work that could be 
undertaken by the companies with the 
assistance of the agents would be the 
consolidation or elimination of a great 
number of the bureaus, the operation of 
which has proven so unsuccessful.” 
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Goodwin 





Makes Recommendations 
On Program for Future 





In spite of the fact that economic con- 
ditions have brought about a situation in 
insurance never equaled in the past, with 
failure of many agencies and companies, 


insurance has stood the test and emerged 


stronger, President Percy H. Goodwin 
told the convention Wednesday in his 
annual address and report of the admin- 
istration, 

He gave a stirring picture of the fine 
work that has been done throughout the 
year and turned over to the new admin- 
istration recommendations as to prob- 
lems yet unsolved on which, he said, 
officers should be constantly vigilant. 
Mr. Goodwin said in part: 


Casts Up Credit Side of 
Agents’ Ledger 


“From the viewpoint of our organiza- 
tion, the highlights of the year may be 
divided into two classes. On the credit 
side, we find the new spirit of confer- 
ence. Foremost, comes inauguration by 
the fire insurance executives of the In- 
surance Executives’ Association. 

“There are also the new conference 
committee of fire insurance officials and 
the new conference committee of cas- 
ualty and surety officials, both appointed 
with a view toward establishing closer 
contact with agents, through similar 
committees of our own organization. 

“We find our own — association 
strengthened in influence and prestige— 
new units, particularly in the west, have 
joined our ranks. A new ideal of the 
aims and purposes of the National as- 
sociation has imbued many a former 
disbeliever. A number of banking in- 
stitutions have closed their former bank 
agencies, and expressed their faith in the 
\merican agency system as the true re- 
tailer of insurance. 


Oakland Plan Has Been 
Found Useful 


“Many a local board has gained or 
regained municipal business through op- 
eration of the ‘Oakland plan’ of local 
board placements. Many of our com- 
panies have refused to do business with 
such hybrid organizations as the Church 
Properties Fire Insurance Corporation, 
and there is a distinct tendency on the 
part of companies to discontinue ceding 
and granting reinsurance to companies 
of classes other than their own. 

“There is increasing evidence that the 
assessment type of company has passed 
its heyday and many a big line, lost 
awhile to stock companies and agents 
by reason of the appeal of cheapness, 


has been restored. Industrial leaders 
are beginning to recognize that business 
rests on the fundamental principle of 
capital invested for profit. They are 
also now recognizing the wisdom of 
using their own money in their own 
businesses and are withdrawing the 


large deposit premiums required by the 
mutual and substituting stock insurance 
it manual rates. And again, these 
troublous times have taught them the 
value of systematic agency service. 


Many Items Appear in the 
Debit Column 


“On the debit side may be listed the 
constant threat of adoption of a more 
widely-spread branch office system; the 
vrowing number of huge fictitious au- 
tomobile fleets and employees groups in 
defiance of the laws of the states and the 
rulings of the commissioners; continu- 
ance of the non-policy-writing agent; 
unrest in the compensation field in 
which the companies are losing daily; 
reductions in rates which impress us as 





bordering on the margin of safety and 
the consequent reduction in agency 
commissions; equity rating; continued 
overhead writing through the media of 
such organizations as the Interstate 
Underwriters Board and other pools and 
associations of companies, including ob- 
viously the Hoover dam contract bond. 


Great Issues Cropped Up 

in Last Year 

“It has so happened that every recent 
convention of the National association 
has closed just when the organization 
was faced with a tremendous new prob- 
lem to solve. The two conventions of 
the past year were no exception to the 
rule. 

“During the annual convention at 
Dallas a year ago, your officers were 
shocked by news of a proposal before 
the National Bureau of Casualty & 
Surety Underwriters that compensation 
commissions should be placed on a 
graduating scale, retaining the present 
scale for the small risks, with a down- 
ward reduction in proportion to the size 
of the risk, so that risks above $20,000 
would pay only 2.5 percent commission. 


“Aroused to immediate action, the 
executive committee, after interchange 
of numerous telegrams with the man- 


ager of the National Bureau, secured a 
stay of action until a committee of our 
association could proceed to New York 
and be heard. In our judgment, the 
work of this committee provides one of 
the outstanding accomplishments of the 
National association, not for this year 
alone, but for all time. 


Scale Is Not Reduced 
Though Issue Unsettled 


Your commission scale has not been 
reduced, nor has what we believe to be 
an unsound method of computing com- 
missions on a graduated basis, been 
established. The matter is still unset- 
tled, and our committee has been con- 
tinued to negotiate with the bureau 
looking toward stabilization of the com- 
pensation insurance business. 

“We believe that our members should 





AGENTS CONVENTION NUMBER 
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Sings Militant Swan Song 








Oregon Scheme To 
Curb Bank Agency 
Is Told by Pratt 
J. KK. 


, Pratt of Eugene, who is presi- 
dent of the Oregon Insurance Agents 
Union, told of a plan which his asso- 
ciation has under advisement, for curb- 
ing bank agencies, It would consist 
in publishing in the monthly bulletin of 
the Union a list of companies, the ex- 
hibit to be known as the preferred stock 
company list, consisting of companies 
licensed in Oregon which are not planted 
in bank agencies. 

“We can all remember,” Mr. Pratt 
declared, “when somewhere in every 
banking room you would find an insur- 
ance department and if it was not boldly 
marked: ‘No detours,’ the president or 
cashier or clerk would probably direct 
vou to the insurance desk. ‘Today the 
keen minded, fast thinker knows that it 
requires a highly trained insurance agent 
and 
of his insurance problem. 

“Today,” he continued, “the aggres- 
sive insurance executive knows that 
planting agencies in banks is as passé 
as the family doctor. Bank agencies in 
the larger towns are few. The question 
is, What are we going to do with these 
remaining few, this obstreperous minor- 
ity? In Oregon we have under advise- 
ment a plan whereby we will publish in 
our monthly bulletins a_ list called 
P.S.C. Under this heading we will list 
all companies licensed to do business in 
Oregon which are not planted in bank 
agencies and this list will be known as 
the preferred stock company list.” 











be exceedingly patient with the com- 
pensation companies in this behalf. The 
National Convention of Insurance Com- 
missioners recognizes that rates are too 
low. No business can survive continu- 
ous losses. If we want to continue to 
write this important line, we must do 
our share toward conserving it. 

“We think that our immediate duty is 
to inaugurate more comprehensive safety 
campaigns and systems of inspection in 
the plants where we hold lines, in order 

(CONTINUED ON PAGE 37) 








Help in Arrangements 























H. G. BOBEY 


M. T. MANCHA 


Mr. Mancha was chairman of the finance committee of the Los Angeles or- 


ganization in charge of arrangements, and Mr. Bobey was chairman of the recep- 
He also is president of the Los Angeles Exchange. 


tion committee. 





the bank’s attorney to satisfy him | 


} up 





Popular Note Is 
Struck by Kurth 


Minimizes Fear of Branch Office 
Spread—Favors Qualification 


Laws 


IN SINGLE AGENCY PLEA 


Home of New York Head Sees New 
Era With Launching of Insur- 
ance Executives Association 


Wilfred Kurth, pres- 
New York, con- 
endorsement of a 
the planks in the National 
Mr. Kurth 


pressed the agents with his directness. 


The address of 
the 
powerful 


ident of Home of 
tained a 

number of 
association platform. im- 
His talk was logically arranged; he took 
the salaried 


officers, 


and 
and 


subject of branch 


qualification laws single 


agencies topically, and never was he 
equivocal. 

Mr. Kurth 
the prediction of some that the branch 
office system is spreading. The agents, 
he said, can definitely stop it by offer- 
ing every |facility and service which 
some claim the branch offices offer. 

Enlightened company opinion, he said, 
has undergone a radical change in re- 
gard to agency qualification laws. He 
predicted that a suitable law will be 
drafted by joint effort of the companies 
and agents 


was inclined to minimize 


Must Be Organization 
Throughout the Nation 


Mr. Kurth declared that insurance has 
come to the turn in the road where com- 
panies must be wholly organization 
throughout the country, or wholly out- 
side. 

Multiple agencies, according to Mr. 
Kurth, have increased because of the 
activities of companies which he classed 
as heterodox. To stop it he suggested 
the orthodox companies and agents et 
together on a platform such was 
built to arrest the bank agency evil. 

Mr. Kurth advocated comprehensive 
contracts, protecting the property owner 
against fire, windstorm, earthquake, 
water damage, burglary, et well 
as the third party exposures 

Mr. Kurth concluded with a few words 
about the Insurance Executives Asso- 
ciation and expression of opinion to 
its 1mmportance 


Branch Office Problem 
Not Serious, He Asserts 


‘A lot has been 
about branch and 
though personally | 
a serious problem,” 
“There instances 
office of a company m 
(at least two operated 
hundred years or more) 
pany is bound by the same 
commission and brokerage which bind 
the agent lo these there can be no 
serious objection. If the company does 
not the obligations thus im- 
posed the remedy lies elsewhere than in 
legislating the office out of existence. 

“In our own organizaton of 13 fire 
companes we had perhaps 30 a year ago, 
against over 40,000 agents. Today 
there are five less. I don’t regard them 
a serious problem, but you can very de- 
finitely prevent their spread. If you do 

(CONTINUED ON PAGE 31) 
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said and written 
salaried offices, al- 
don't regard them 
Mr. Kurth said. 
where the head 
iintains a counter 
such for a 
and the com- 
rules as to 


as 
are 
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nave 
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a FAITH IN THE 
AMERICAN AGENCY 
N SYSTEM. - - 2 eo 





We are firm believers in the American 


We) 3 
Agency System and the principles on which the 

agency structure of this country rests. We believe 

that the relationship between company and agent is 

one of mutual profit and dependence—their interest 

is €@ common interest. 


ae 


The American Agency System has been molded 
into its present form by the practical experience of 
many years. We believe it is instrumental in keeping 
the ethics of our profession on a high plane. We 
believe its representatives are conscious of the trust 
invested in them by their assureds and by the com- 


panies they represent. j 

We are confident that the American Agency Sys- 
tem as supported by the National Association ‘of 
Insurance Agents i s the best possible system of selling 
insurance. Confidence, loyalty 
and a spirit of helpfulness—these 
are the ideals we maintain in our 
agency relations and these are the £ 
ideals on which the American a ' 
Agency System has been built. 

ql . 





ruyvy 















The original of this pledge of “Faith” was pub- 
lished by Union InpEMNiry Company several 
years ago. 


We feel that the occasion of the Thirty-sixth An- 
nual Convention of the National Association of 
Insurance Agents offers us an excellent opportu- 
nity to voice once more our Faith in the American 
Agency System. 


Union Indemnity Company and the other Divi- 
sions of the Insurance Securities Group have al- 
ways stood four-square behind the Agents—the 
men who furnish the lifeblood and the backbone 
of our existence. 


Union Inpemniry Company 


A DIVISION OF INSURANCE SECURITIES COMPANY, INC. 


Detroit Life Insurance Company 
La Salle Fire Insurance Company 
Union Title Guarantee Company, Inc. 





Executive Offices: Union Indemnity Building, New Orleans > 100 Maiden Lane, New York 





Forceful Resolutions Passed by 
Agents on Important Matters 

















Resolutions adopted at the Los Angeles meeting are presented below: 

“In September, 1928, the National Association of Insurance Agents was con- 
strained to declare the practices of the National Union Fire to be in intentional 
and continuous violation of certain principles declared to be essential to the 
proper conduct of the business of insurance. 

“Recently that company, because of a change in management, has reversed 
its attitude and is now in full sympathy with the principles heretofore violated. 
Because of this the National association now extends to that company its sincere 
appreciation for its present position, welcomes the cooperation of its manage- 
ment, abrogates the resolution of 1928 with reference to its practices, declares 
the company restored to the cooperating list of the National association, and 
no longer within the purview of the Milwaukee declaration. 


* * * 


“Where the practices of an insurance company are in intentional and con- 
tinuous violation of the principles of the National Association of Insurance 
Agents, it must be obvious that such practices have the approval of the manage- 
ment of that company. Today many companies operate in what is known as a 
fleet or group arrangement under common management and control. Clearly the 
convictions of management as to company practices in a given fleet are uniform. 
Where, therefore, one company in a fleet engages in unethical practices, the 
underlying motive must be common to all. The position of the National asso- 
ciation as to the practices of any one company in a group is now, therefore, held 
to be its position as to all companies in that fleet. 

* * x 


“We recognize the free and unrestricted right of any insurance company to 
transact its business in any manner and under any system it chooses so long 
as such methods shall not run counter to the law of the land. But we insist that 
where any company elects to deal with the assured direct, either in whole or in 
part, it thereby forfeits the right to declare it is operating in accordance with the 
American agency system. The members of the National Association of Insur- 
ance Agents owe no obligation to any such company. Their allegiance should 
be given to those companies which are transacting their business through the 


agency system 100 percent. 
i +s 


“One evidence of the service of an insurance company lies in its record of 
consistency. Where this is absent its influence is retarded and its service 
weakened. For an insurance company to operate within an organization in one 
territory and without restrictions in another, perhaps just across the state line, 
is a destructive factor in the insurance business. When an organization of stock 
companies permits the facilities and support of its members to be given to non- 
organization carriers it is by that practice following an inconsistent policy and 
weakening public confidence in its own household. We call upon company organi- 
zations to so amend their operating rules as to eliminate these inconsistencies, 
and to withhold reinsurance and participating facilities from all other companies 
not supporting the principles and policies sanctioned by the great majority of 
companies in the United States. 

* 


“The National association maintains that the writing of insurance on property 
located in a state in which it is not licensed to transact business by an insurance 
company which is a member of a group or fleet of companies under the same 
management or control, casts suspicion on the entire group. We urge that state 
insurance departments when licensing companies of such groups or fleets con- 
sider the possibility of treating the entire group or fleet as a unit, if satisfied any 
of them offering to the public the same forms of indemnity, has, for ulterior 
motives, refrained from legally entering the state, and, if permitted by their respec- 
tive status, refuse to license any of said companies unless all apply for licenses. 

* * : 


“It has recently been publicly charged that the rules concerning the transac- 
tion of the fidelity and surety business have been honored more in the breach 
than in the observance; that branch office acquisition cost has exceeded all 
bounds; that rates have been cut beyond all measures of safety; that political 
influence i in contract bonding has often had full sway; that strangers to the busi- 
ness, in the person of relatives or politicians, are the recipients of unearned com- 
missions; and that rebating and discrimination are being practiced. 

“We deplore these practices and declare that the payment of all commissions 
should be wholly confined to those agents or brokers legitimately and honestly 
engaged in the insurance business. The appointment of political agents or brokers 
who exert pernicious political influence upon the business is wholly indefensible. 
We call upon the surety companies to confine representation to those responsible 
agents who are constantly rendering an acceptable service of benefit to the 


insuring public. 
x ok x 


“A steady increase in the number of automobile accidents, a constant growth 
in the seriousness of injuries due to reckless driving, and the obvious trend to 
larger and still larger payments to claimants, are three factors adversely affecting 
automobile insurance. This situation makes it increasingly difficult to maintain 
the volume of business and is narrowing the market through cancellation and 
retirement of companies. 

“The National Association, therefore, calls upon state and local associations 
and individual members to lend their assistance to highway safety movements 
involving the enactment of better motor vehicle statutes and ordinances, the 
better enforcement of such laws, and especially to lend assistance to those move- 
ments which are directed toward convincing both motorists and pedestrians of 
the importance of scrupulously observing the rules of the road at all times. It 
also commends those efforts which explain to the public that automobile insur- 
ance rates are dependent upon the cost of automobile accidents, a factor within 
the control of the public.” 
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Livingston Points Out Grave Dangers 


Michigan Commissioner in 
Fine Talk on Agency Plan 


Irritating conditions which arise be | and members of the National Associa- 


tween company organizations and the 
National association should be and 
ould be eliminated by greater coopera- 
tion between the two groups, Commis 
sioner C. DPD. Livingston of Michigan 
told the agents in his talk Thursday on 
Companies, Agents and  Organiza- 
tions.” 

He commented that already consider- 


able progress has been made toward 
that end. He said the American agency 
system must be preserved and to his 
mind it behooves both company offi- 


cials and association officers to protect 
from those companies and agents 
would destroy it for selfish profit. 
strongly in favor of qualification 
and not legislation placing super- 
vision of such laws in the hands of the 
agents, or that matter, of the com 


who 
He is 
laws 


for 
anes, 
Commissioner Livingston's fine paper 
is presented in part below: 
Discussion Ranges From 
One Extreme to Another 
“In the last few years you have heard 
considerable discussion as to companies, 


agents and organizations, and the tend- 
ency either toward entire control by 
mipany organizations’ or the opposite 
ew of the growing strength of your 


rganization and the domination of com 


panies by agents of the United States. 
“Some declare the American agency 
stem doomed; that in a few years 
companies will be writing business di 
rect, eliminating the agent entirely, 
hile others have the opposite opin- 
ion, that the agents in this country 
ive the companies at their mercy and 
the demands of agents must be met by 
the 
“The American agency system is over 
100 years old and has been very suc- 
cessful on the whole, from the stand- 
point of companies, agents, and the 
publi I will speak particularly on 
igents and brokers who represent a 
number of fire and casualty companies 
and who divide the business among 


them according to capacity and under- 


writing policy of each company. 


Tendency to Spread 
Over Several Companies 


many vears ago that 
common—'such an 
iwwent of such a citv is a Blank com 
pany agent, which that he 


“It was not so 


the expression Was 


meant gave 
his business to Blank company, using 
his other companies only when com- 
pelled to do so \t the present time 


you do not often hear about such agents 
doubt have found it wiser 
distribute your business among. all 


is you no 


companies represented on the basis of 
service, capacity, contact, and attitude 
of a company towards your agency. 
Because of this attitude by agents, one 
hears it said, ‘You no longer represent 
the companies. There may be some 


agents who care nothing for their com- 
panies, but they few, as I observe 
that the great body of agents and rep- 
resentative brokers represent their 
companies and assureds fairly and just- 
ly, allowing neither to take advantage 
of the other. 

“For over half a century, the insur- 
ance businesss was carried on with lit- 
tle organization by companies, and none 
by agents. Your organization is only 
old, and was formed for the 
purpose of education and protection of 
rights which you believe belong to you. 
Your record is commendable far, 
and I sincerely trust that the officers 


arte 


ado 


> years 


so 








tion of Insurance Agents will always 
continue to pursue a conservative and 
constructive course, having ever in mind 
that there are two sides to every ques- 
tion of policy. 


Says Two Groups 
Depend on Each Other 


“It is manifest that companies can- 
not get along without agents, and agents 
cannot operate without companies. Of 
course, companies could employ salaried 
agents, and agents could organize com- 
panies but would be no further ahead, 


as they would have the same_ prob- 
lems as at present. 

“It must also be remembered by 
every agent and broker that the pur- 


pose of a company in writing insurance 
is to make a profit for its stockholders 





on the business it writes. If it were 
not for this prospective gain, you would 
have no companies to write your busi- 
ness. On the other hand, the com- 
panies should remember that the agent 
or broker is the producer. He solicits 
and writes business as an_ individual, 
partnership or corporation and writes on 
his own capital. 


Tremendous Value of 
Agencies Is Emphasized 


“It has been definitely settled by 
agreement between the companies and 
your association that the expirations 
belong to you—the producer—except 
when a company has a balance inter- 
est in such expirations. 

“T am not sure if the present unsat- 
isfactory underwriting conditions con- 
tinue on the part of some companies 
but again you will see assttreds giv- 
ing more attention to the financial state- 
ments and management of companies, 
and that business will go to those 
agents who represent sound, well man- 
aged companies. 

“What you did do was to capitalize | 

















Cc. D. 
Insurance Commissioner of Michigan 


LIVINGSTON 


Commissioner Livingston brought his 
usual sincerity of purpose and common 
sense to bear on the subject “Com- 
panies, Agents and Organizations.” Mr. 
Livingston is the new president of the 
National Convention of Insurance Com- 
missioners. 


your and 


agency 


expirations, 
has a monetary 
would not have had if this question 
had not been settled in your favor. | 
cannot even hazard a guess as to what 
the business of the agencies and brok- 
ers in the United States is worth, but 
valuing the expirations in the usual 
manner as when a sale is made, the 
value of all agents’ and brokers’ busi- 
ness in the United States runs into an 
enormous amount of money—millions 


today 
value 


every 
which it 


and millions. 
“The commissions on fire and. cas- 
ualty premiums alone amount to ap- 


(CONTINUED ON PAGE 28) 








Buck Passing Prevalent—Drew 








In an address, containing much wit, 
Cyrus Kk. Drew, editor “Western Un- 
derwriter,’ made the criticism that the 
insurance business is afflicted with buck 
passing. 

As the first example of buck passing, 
Mr. Drew mentioned the agency qualifi- 
cation law. He said this measure is 
not always sponsored for improving the 
character of the field personnel, but is 
often inspired by the desire to keep 
newcomers out of the field. The com- 
panies, he said, should “treasure as an 
inalienable right,’ the privilege of 
naming representatives and it is strange, 
he declared, when the state is induced 
to coerce companies into abandonment 
of that right. 


Greed for Business 
Largely Responsible 


Under agency qualification laws, com 
panies are relieved of the responsibility 
for the kind of persons in the field. 
The business of creating public opinion 
regarding the business, he said, is shift- 
ed from companies to state. He 
serted that many companies make indis- 
criminate agency appointments because 
of their creed “Get the business, get it 


as- 


any way you can, no matter from 
whom.” 
“Nobody, I fancy,’ Mr. Drew de- 





clared, “really anticipates that the prin- 


ciple of state dictation of agency requi- 
sites will prove a solution. There are 
signs to enlarge the fear that the trend 
may be more and more toward the im- 
position of harsher terms to qualify, 
imposed on the companies through the 
alliance by an over-zealous agency sen- 
timent flush with political power, tempt- 
ed to dictate to their i 

Mr. Drew spoke of the great burden 
imposed on companies by taxes. “The 
tax burden grows while the service fal- 
ters,” he said. “There is need for new 
courage in company executive ranks to 
demand greater expenditure from the 
graft of premium taxation velvet to be 
applied for the welfare of the business 
in actual public service out of insur- 
ance departments.” 


bosses. 


Underwriters’ Annexes 

Multiply Agency Connections 

He was critical of the companies in 
the matter of multiplying agency con- 
nections through the system of under- 
writers’ annexes. 

“The evil of the stud-farm, rubber 
stamp process of gestation and propa- 
gation for multiplying agency connec- 


tions is growing and doubtless soon 
again will provoke attention at your 
hands,” the speaker said. 

Mr. Drew predicted that insurance 


(CONTINUED ON PAGE 32) 





Loyalty to Rates 


Is Asked by Beha 


Opposition to Increases, Chiseling 
Tariff Disloyal, He 
Says 


UNFAIR TO THE ASSURED 





Practice Threatens Company Solvency— 
Agents Can’t Be Actuaries, Bureau 
Chief Asserts 


James A. Beha, general manager of 
the National Bureau of Casualty & 
Surety Underwriters, impressed upon 
agents at some length the necessity for 
adequate rates, the 
mental, which is again being appreci- 
ated, that the soundness, strength and 
stability of the companies depend upon 
the collection of premiums based upon 


reiterating funda- 


adequate rates. “No crime in rate vio- 
lation,” he declared, “is so great as the 
acceptance of premiums based upon in- 
adequate rates.” 

For that reason, Mr. Beha declared, 
agents are not being loyal, even to the 
assured, when they attempt to chisel 
the tariff and to oppose rate increases, 
sought by the companies, in hearings 
before state supervising authorities, or 
in combination to oppose increases in 
those states where the rates are not 
regulated. “I consider such action on 
the part of agents unethical and dis- 
loyal,” Mr. Beha said. 

“Rate increases are not introduced or 
imposed by the companies unless 
needed. Rate making is a compan) 
function. The agent is not being fair 
to the assured in working for inade- 
quate rates because by so doing he 1s 


threatening the solvency of the com- 
panies. 
Man in Agency Activity 

Cannot Be an Actuary 

“A man who devotes his time to 
agency work cannot expect to be a 
qualified rate maker, an actuary, and 


even if he were, this is not properly a 
part of his work. He must engage in 
one pursuit or the other,” 

Mr. Beha also announced that the ex- 
ecutive committee of the bureau is 
working on a plan “to develop better 
opportunity for the sale of workmen's 
compensation insurance, the companies 
expecting to give further study to sub- 
ject of acquisition costs. We are invit- 
ing your associaton to appoint a special 
committee to study this subject with us 
and be ready to confer with our com- 
mittee on these matters at an early date 
This should give us an opportunity t 
work out this problem on a _ practical 
basis to the satisfaction of all con- 
cerned, 

“Most insurance men,” Mr. Beha de- 
clared, “do not often stop to consider 
the important part played by insurance 
protection in the development and the 
success of other business. Insurance is 
a part of all other business—stabilizing 
factor, the financial shock absorber. As 
someone recently so well said, it is ‘the 
silent partner of almost every human 
activity.’ 

“During the financial crisis, the se- 
curity provided by insurance has con- 
tributed immeasurably to the general 
stability of business. The stock casualty 
insurance companies have stood the 

(CONTINUED ON PAGE 24) 
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Announcement! 


The Union Automobile & Casualty Company 


was recently organized under the laws of California and 
has received its license to transact business. The ofh- 
cers and directors of the new Company are as follows: 


OFFICERS DIRECTORS 
John G. Johnston—President John G. Johnston John W. Speyer 
J. L. Maritzen —Vice President A. S. Holmes W. H. Hood © 
J.S. O'Neill —Vice President Alexander Hamilton Robert M. Price 
A. S. Holmes —Treasurer Barclay Henley, Jr. W. F. Dressler 
G. J. Reitter —Secretary Thomas F. Baxter J. L. Maritzen 
E. M. Young —Assistant Secretary and H. H. Scott J. S. O’Neill 
Assistant Treasure? Lewis P. Hobart J. F. Moore 
A. Hall MeAllister—Claims Superintendent Sterling Carr 


The Union Automobile & Casualty Company, by agreement, has taken over the business, 
assets and liabilities of the Union Automobile Insurance Company and will continue as its 
successor. The operations of the new company will be confined to the States of California 
and Oregon. 


The Company will write the following classes of business: 
Accident and Health Burglary 
Plate Glass Automobile, full coverage 
Public Liability and Property Damage 


Public Liability and Property Damage other than automobile, such forms as: 
Owners, Landlords and Tenants—Manufacturers, Elevator, Contractors 
Contingent and Miscellaneous coverage. 


Our Casualty Department will be supervised by Mr. J. S. O'Neill, Vice President, who will 
be at your service at all times to assist and co-operate with you. 


There have been changes in the personnel of the new Company, but these changes will in no way 


affect the present status or relations of the Agents and Brokers placing business with the Union 
as it shall be the policy of the management to continue the same principles as to Underwrit- 
ing and Service as has been rendered our Agents in the past. 


Union Automobile & Casualty Company 


Successor to Union Automobile Insurance Co. 
UNION INSURANCE BUILDING, LOS ANGELES, CAL. 
J. L. MARITZEN, Vice-President 
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ONE HUNDRED AND TWENTY-SIXTH ANNIVERSARY 


1805 - 1931 


Caledonia 
Insuranc 
Compan 


The Oldest 


Scottish Insurance Office 








Caledonian-American 
Insurance Company of New York 


ROBERT R. CLARK 
U. S. Manager and President 


The Netherlands 
Insurance Company of 


The Hague, Holland 


Est. 1845 


ROBERT R. CLARK, U. S. Manager 


EXECUTIVE OFFICES: 
HARTFORD, CONNECTICUT 
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Branch Office Operations 
Serious Threat to Agents 





C. B. White, president of the Seattle 
exchange, prefacing his remarks in his 
discussion Thursday morning on the 
subject, “The Branch Office—A_ Dis- 
turbing Factor,’ with the statement 
that he was going to “tear off the mask 
of hesitation and deal with the situa- 
tion with utter frankness,” painted a 
disturbing picture. 

He said a survey made in Seattle 
disclosed that service offices there for 
the most part are doing everything like 
branch offices and it is not beyond the 
bounds of possibility that many branch 
offices are disguised as service offices. 
In fact, he mentioned an incident which 
occurred in Seattle in the last 60 days 
when a company office was established 
there. Mr. White said the company 
executive told the press to be sure to 
designate the office as a service office. 
He asked why the official was so con- 
cerned about having the “service” title 
applied. Mr. White’s remarks in part 
follow: 

“Anyone speaking on this subject 
must acknowledge a debt of gratitude 
to President Percy H. Goodwin for the 
very amazing trail of light that he has 
shed on this disturbing factor. His 
startling revelations made during the 
past year or more have focused the at- 
tention of local agents on this matter 
in such a way that we now realize the 
necessity of immediate action. 

“And indeed, permit me to suggest at 
this point that there is no doubt but 
what we bitterly oppose mutual insur- 
ance. One very good reason for that 
is because it has no place in its op- 
erations for the local agent. By the 
same token, will you tell me any rea- 
son why branch office operations should 
not be classified with mutual insurance, 
and why we shoud not just as bitterly 
oppose it for that very same reason—it 
seeks. the breakdown of the American 
agency system. 


Disrupt Conditions by 
Many Unfair Methods 


“Production branch offices disrupt 
existing agency conditions in many 
ways. They develop every known kind 
of- unfair and expensive competition. 
Don’t be misled by the camouflage at- 
tempted by certain company officials 
talking about what they call the weak- 
nesses of the agency system. If their 
statement be true, then by their branch 
office operations they are directly re- 
sponsible. To make their position more 
ridiculous they in effect almost blame 
the agent because there are so many 
companies in existence. 

“The first and easily the most glar- 
ing defect in the branch office opera- 
tion is that of acquisition cost. In these 
troublous times of economic stress and 
strain that is something to think about. 
The branch office operation with its top 
acquisition cost and the frills added are 
easily figured in dollars and cents. I 
hope, as a matter of public interest, 
that the insurance commissioners will 
apply their glass to branch office cost 
of operation and they will be through. 

“If the company executive will con- 
fess the truth he will admit that busi- 
ness acquired through a branch office 
costs considerably more than that ob- 
tained through agents. A well known 
company executive recently told a sub- 
committee of insurance commissioners 
that ‘foo much stress was being placed 
on agency acquisition cost, while it is 
well known that it costs far more to 
maintain branch office. 

“Any one of you can easily figure 
that out from your own operations. No 
company should foster such an enter- 
prise because it is not economically 
sound. There is no public need or de- 
mand for this branch office service, be- 
cause it does not serve and it is an 
economic waste in the insurance busi- 





ness. That may be a rather startling 
statement, but remember the fat days 
of investment dividends are gone, and 
the black ink must come from real in- 
surance company operation, not com- 
patible with mounting costs of branch 
office operation. 

“Another reason why branch offices 
disturb the insurance business is be- 
cause of the unqualified producer it de- 
velops. What real service can the in- 
suring public derive from failures in 
other lines of business, bootblacks, bar- 
bers, importers, garbage collectors, and 
almost every other vocation imaginable 
including a new one I heard of recently 
—that of a deputy assessor soliciting 
insurance in return for consideration in 
making assessments. 

“The worst curse of this business of 
ours is the illegitimate agent who, al- 
though knowing nothing about the in- 
surance business, can get a license. 
With such knowledge it follows that he 
delivers improperly prepared contracts. 
Losses coming to such assureds bring 
the inevitable arguments, litigation and 
dissatisfaction. Only an_ inordinate 
greed for premiums is responsible for 
this character of producer—this branch 
office protege. 


Expirations Placed in 
Danger by Practice 


One other point I want to call your 
attention to and which I think will jar 
you. Do you know that since the 
growth of this very disturbing factor 
that there have been more complaints 
about companies attempting to break 
down the ownership of expiration agree- 
ments than in the past? What does 
that mean to you? It should mean that 
the hordes of branch office producers 
are raiding your expirations. So the 
company violates the agreement. 

“Take the mass production in Phila- 
delphia where it is estimated that four 
companies have written 50 percent of 
the business during the first six months 
of 1931, aand that is ample proof of 
the reason. The many agents they li- 
cense are bound to cause such a com- 
pany to violate the ownership of ex- 
pirations agreement, and they do. 

“Furthermore, don’t think, my brother 
agent, no matter from whence you 
come, that this evil is not in front of 
you or is not coming. In Seattle our 
own investigation demonstrated that 
this situation constituted a most serious 
present and prospective obstacle to the 
profitable operation and development of 
local agencies. We feel that we should 
do whatever is possible in cooperation 
with the National association to stamp 
out this fast growing evil. 

“No doubt there are executives who 
believe in the branch office system as 
the proper plan of business develop- 
ment. However, a very substantial ma- 
jority of company executives are firm 
supporters of the American agency sys- 
tem, and a branch office in existence or 
newly established is a threat to us and 
a menace to our future. 

“We do not propose to boycott or 
retaliate, but we can and will accom- 
plish our purpose by declining to pa- 
tronize or traffic with those who are 
disloyal to us and who decline to sub- 
scribe to our creed. Loyalty is one of 
the greatest attributes of which man can 
be possessed, and we must by deed and 
action adhere strictly to our platform 
of being loyal to those who are loyal to 
us—branch office companies are not. 

“We must quit representing them 
now and refuse to represent any com- 
pany or companies when we feel that 
it is the practice of such company or 
companies to intentionally and continu- 
ously undermine the American agency 
system by such practices as branch of- 
fice operations.” 
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and 


British Dominions 


Jusurance Company Limited 
of London, England 


This is one of the largest [english In- 
surance Companies doing business in 
the United States and writes all the 
hazards that are permitted a Fire In- 
surance Company to assume. It was 
the first Company to write Rain In- 
surance in this country. 


Established 1923 


LINCOLN 


FIRE INSURANCE COMPANY 
OF NEW YORK 


Agents of this Company receive the 
benefit in the upbuilding of their pre- 
mium volume that comes from the use 
of modern underwriting methods by a 
long established Organization. 


UNITED STATES MANAGERS 
GEO. W. BLOSSOM WM. A. BLODGETT 
O. F. WALLIN 
90 John Street 
New York 


Prompt Intelligent Service 
To Agents 


WESTERN DEPARTMENT 
175 West Jackson Blvd. 
Chicago 


PACIFIC COAST DEPT. 
114 Sansome Street 
San Francisco 























Bennett Touches on Many 


Problems in Fine Address 





A graphic picture of the great addi- 
tional public service which insurance or- 
ganizations could render and the many 
serious problems which they face was 
presented by Walter H. Bennett, secre- 
tary-counsel National association. The 
subject of his talk was “Insurance Or- 
ganizations and Their Public Service.” 

He said that “never since the dawn of 
recorded history has the importance of 
organized business and industry been so 
apparent as now, nor its necessity so 
strikingly demonstrated.’ Mr. Bennett 
pointed to the spread of communism 
and socialism, to the anomaly of abund- 
ance and depression, of prosperity in 
production and adversity in consump- 
tion. A winter of discontent is ap- 
poaching, he said, when thousands of 
unemployed persons will suffer from 
hunger and cold while the country is 
surfeited with over-production of grain 
and cotton. 


Insurance Facing Other 
Problems Just as Serious 


These are not problems directly fac- 
ing insurance organizations, but he said 
the business has other problems com- 
paratively just as serious. “There re- 
mains,” he said, ‘the question of whether 
or not insurance as administered today 
in this country properly fits the business 
needs; whether it is being conducted in 
a fair and equitable manner between the 
companies which furnish the indemnity, 
the producers who sell insurance and 
provide the premiums, and the public 
who must have its protection. The an- 
swer to that question properly belongs 
with insurance organizations and the 
right answer will constitute a distinct 
public service.” Mr. Bennett's remarks 
in part follow: 

“One evidence of the public service of 
an insurance organization lies in a rec- 
ord of consistency. Where this is ab- 
sent its influence is retarded and_ its 
service weakened. To illustrate: Where 
a company organization of stock com- 
panies gives its facilities and the sup- 
port of its members to non-stock or non- 
organization carriers, it is by that prac- 
tice following an inconsistent policy and 
weakening public confidence in its own 
household. 


Recommends Holding Group 
Accountable for Misdeeds 


“By the same token the National As- 
sociation of Insurance Agents, if en- 
gaged in an inconsistent practice, is fail- 
ing to that extent in its potential use- 
fulness and service. To illustrate again: 
Where the practices of an insurance 
company have been held by the National 
association to be in intentional and con- 
tinuous violation of its principles, it 
must be obvious that such practices have 
the approval of the management of that 
company. Today many companies op- 
erate in what is known as a fleet or 
group arrangement under common man- 
agement and control. 

“Clearly the convictions of manage- 
ment as to company practices in a given 
fleet are uniform. Where, therefore, one 
company in a fleet engages in unethical 
practices, the underlying motive must be 
common to all. The position of the 
National association as to the practices 
of any one company in a group should, 
in my opinion, be its position as to all 
companies in that group. 

Mr. Bennett mentioned the citation 
for the highest type of public service to 
humanity by insurance’ organizations 
made by the American trade association 
division of the Chamber of Commerce of 
the United States, the National Bureau 
of Casualty & Surety Underwriters 
being given honorable mention for ac- 
complishments in conserving human life 
through accident prevention, and the Na- 
tional Board for service to hospitals and 





institutions, aimed to eliminate fire and 
life hazards . 

“On the other hand,”. Mr. Bennett 
said, “sometimes insurance organizations 
have been lacking in a proper concept 
of their public duties.” He cited the 
action of the chairman of the National 
Surety in appearing before the National 
Convention of Insurance Commissioners 
at Chicago and charging surety business 
with unsound practices, discrimination 
and excessive costs. Mr. Bennett noted 
the extraordinary session of the com- 
missioners’ committee on fidelity and 
surety, which met in New York City 
four weeks ago and held hearings at- 
tended by leading surety company ex- 
ecutives, and that it was admitted the 
fidelity and surety rules had been hon- 
ored “more in the breach than in the 
observance.” 


Summarizes Bad Practices 
Which Are Admitted 


“There was no denial of the charge 
that branch office acquisition cost has 
exceeded all bounds,” Mr. Bennett said, 
nor “that rates have been cut beyond 
all measure of safety; that in some cases 
the first obligation of an insurer, to 
maintain its solvency for the protection 
of its policyholders, has been ignored; 
that political influence has often had full 
sway; that strangers to the business, in 
the person of relatives or politicians, 
often get an enormous rake-off after 
execution of a bond; that rebating and 
discrimination are running riot. 

“It is my firm conviction that no man 
should receive a dollar of commission 
upon any piece of business unless he is 
legitimately and honestly engaged in 
the insurance business,” he said. 

“The promiscuous appointment of 
political agents who perform no service 
but exert pernicious political influence 
upon the business, cannot be justified.” 


Random Snapshots 


When James A. Beha reached the end 
of his paper he could not find the last 
page. He spent some time fumbling 
through the other sheets and _ finally 
naively said, “Maybe I can find it in my 
pocket.” He reached in an inside pocket 
and drew forth the missing page which 
caused a great outburst of laughter. 

The American Fore executed a clever 
stunt by having a complete directory of 
all attending the convention printed in 
booklet form, giving their home and 
hotel addresses. This was kept up to 
date and a_e revised directory 
every morning. 


issued 


* 2 & 

J. E. Laley of San Francisco, Pacific 
Coast manager for the National Bureau 
of Casualty & Surety Underwriters, who 
was formerly manager at Chicago, 
mingled with the agents in the hotel. 


Mrs. Perey Goodwin was presented a 
set of silver spoons by the wives of the 
members of the official family and a few 
other admiring friends. 

* *K * 

New York City agents were repre- 
sented for the first time at the National 
association meeting. 

* * * 

F. L. Gardner, Poughkeepsie, N. Y., 
was chairman of the resolutions com- 
mittee, and Sidney O. Smith, Gainesville, 
Ga., chairman of the nominating com- 
mittee. 

* *k * 

L. C. Housel, Salina Kan., received the 
$10 gold piece for prompt attendance at 
the Thursday morning 

ce * 

A. J. Smith of Zweig, Smith & Co., 
New York City local agents, was pres- 
ented, this being the first time that a 
New York City agent has been present 
at a meeting. 


session. 


* * * 

The Orange County Association of In- 
surance Agents had a booth and dis- 
pensed real orange juice during the days 
of the convention. 
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M. arkham Election 


Proves 


Value of Key Man System 





The “key man” system proved its 
effectiveness during the year in bring- 
about the election of George D. 
Markham of St. Louis as a member of 
the board of directors of the Chamber 
of Commerce of the United States rep- 
resenting insurance, according to E. E. 
isk, Green Bay, Wis., who reported 
as chairman of the committee on public 
relations and education. The election 
of Mr. Markham, he declared, was one 
of the outstanding achievements of the 
committee during the vear. 

“The National Association of Insur- 
ance Agents,’ Mr. Fisk declared, ‘““was 
honored and recognized in the election 
of Mr. Markham for this important 
position and at the same time the na- 
tional chamber secured the services of 
a man whose outstanding achievements 
in insurance and his broad knowledge 
of the business will be of tremendous 
help to the chamber during the period 
of his service.” 

The public relations committee, Mr. 
Fisk reported, sent hundreds of letters 
to the key men in every part of the 
United States asking them to make per- 
sonal calls upon the chambers of com- 
merce and the national councilors who 
would elect the members of the board 
of directors of the national chamber. 

“The key men,” he said, “did an ex- 
cellent job. The national councilors 
and the chambers of commerce in the 
large cities were lined up almost solidly 
to vote for the candidate put up by the 
insurance companies and if it had not 
been for the splendid work done by the 
key men in the smaller chambers of 
commerce, the election of Mr. Mark- 
ham would have failed. Each key man 
made a personal call upon his national 
councilor and impressed him with 


ing 


SO 








the importance of electing Mr. Mark- 
ham that these smaller city of cham- 
bers of commerce stuck with him until 
the end and with the votes of the 
smaller chambers from every section of 
the country they were able to win out 
over the large city votes which were 
against them.” 

Although some schools dropped in- 
surance courses during the year, this 
was due, according to Mr. Fisk, to lack 
of funds 


and not to lack of interest. 
In those schools where insurance 
courses are being continued, excellent 


work is being done, he said. With the 
return to prosperity, insurance educa- 
tional work will be in a position to go 
forward significantly, he declared. 
“We believe,” he said, “that a busi- 
ness man with a good fundamental un 


derstanding of insurance is an easier 
man to sell and can be sold larger 
amounts of insurance and more varied 
forms and lines. Experience is proving 


to us that this is no longer a mere the- 
ory but is now an established fact. With 
this idea in mind we are pushing our 
educational service with the full knowl- 
edge that it will prove to be an impor- 
tant sales factor for our membership. 

“Insurance committees of the cham- 
bers of commerce are functioning effi- 
ciently, Mr. Fisk reported. Most cham- 
bers of commerce are now thoroughly 
committed to the idea that insurance 
service is an essential part of their ac 
tivities and many chambers, he said, 
are giving the membership real service 
in including insurance education and 
service as a part of their main activities. 
The key men are playing an important 
part in this work, he said. 

The insurance committees of the 
chambers, he declared, are getting out 
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information helping members to _ be- 
come more intelligent users of insur- 
ance by giving them a broader appre- 
ciation of the service rendered by in- 
surers and agents. 

Mr. Fisk’s committee, he said, re- 
received much help from the chambers 
of commerce in legislative matters. The 
chambers, by engaging in insurance ac- 
tivities, are in a position to appreciate 
the importance of opposing ill advised 


legislation and favoring legislation in 
the interests of policyholders. 
Mr. Fisk mentioned the pressure of 


the legislative year. He said that never 
since compulsory automobile insurance 
was first conceived, have there been so 
many bills introduced on the subject 
as during the past year. The key men 
and their legislative committees with 
the help of chambers of commerce were 
successful in defeating all of them, 
said. 

The insurance 
Chamber of 
States was 


1 
ne 


department of the 
Commerce of the United 
an important factor in the 
legislative work, Mr. Fiske declared 
The National chamber bulletined all 
members where compulsory insurance 
was proposed. Copies were sent to Mr. 
Fiske’s committee, which transmitted 
them to state association officers, who 
got in touch with the key men and had 
them make personal calls on the cham- 
ber of commerce officers in their town. 


Convention Snapshots 


President Jesse S, 


Phillips of the Great 
American Indemnity attended the con- 
vention 
< * < 
Karl Williams of Los Angeles drew the 
$10 gold piece at the first session given 
as a prize for prompt attendance 
* £ 
Seott Nixon, Augusta, Ga., president 
Georgia association, was on hand, rooting 
for his town for the mid-year meeting 
* * * 
President Goodwin paid a fine tribute 
to EK. J. Cole, of Fall River, Mass., chair- 


man of the finance committee, for his ex- 





Depression Shows 
Need for Better 
Business Methods 











American agents have learned a great 


deal from the depression, J. S. Pearce 
of Tulsa, chairman of the Better Busi 
ness Methods committee reported, and 
two lessons which should be taken to 
heart and made to show a profit are 
that irresponsible agents should be 
weeded out and improved agency man- 


agement methods installed. 
as chairman, reported: 


Mr. Pearce, 


“The nation-wide depression has very 
forcibly brought to the attention of 
agents the necessity of intelligent, con- 


- 
rds 








cise rec in order that they might, 
through a thorough understanding of 
their business, eet the difficult prob 
lems of the day 

“Some agencies, throu intelligent 
and efhecient re rds, have been able to 


adjust their overhead rapidly to meet the 
conditions wakening up too 
late to find in finan- 
cial difficulties a good time for 
every agent to and improve his 
methods in order to prepare for the 
promised return ot business. 


instead of 


themselves serious 


good 

Business Change and 
New Viewpoint Factors 
“Companies have changed their meth- 

ods and will, undoubtedly, cooperate mn 


a more friendly manner to improve the 
agency situation The agent must also 
look to the change in general business 


and to the new viewpoint the purchaser 


1 


of insurance will have in the future 
“The foundation of the American 
agency system is based on the services 
rendered by the agent to the customer 
If the system is to be developed and 
strengthened, those agencies which 
make up the system must justify their 
existence through improved service to 
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their assureds.” 








AMERICAN 


BOSTON 


CHICAGO 


DETROIT 








Soston Insurance Exchange 


W. D. DUTTON, Manager 


A2123 Insurance Exchange, South 


1717 First National Bank Bldg., 
R. Z. ALEXANDER, Manager 


AUTOMOBILE INSURANCE EXCLUSIVELY 


UTOMOBILE INSURANCE COMPANIES 


SAINT LOUIS 


Offer the facilities of Branch Office service for the convenience of AGENTS 
and BROKERS at the following strategic locations, each 


servicing surrounding territory: 


INDIANAPOLIS 


210 Continental Bank Bldg. 
M. W. DOYLE, Manager 


MBM 


LOS ANGELES 


200-724 South Spring St., 


2 


C. M. KINNEY, Resident Vice-President D. R. SESSIONS, Resident Vice-President R.S. CH¢ 
COLUMBUS MILWAUKEE 
513 First Citizens Bldg., 212 W. Wisconsin Ave., 
R. 1. TAYLOR, Manager C. M. LATTA, Manager J. 


NEWARK 


1005 Chamber of Commerce Bldg., 
CARLTON HINES, Manager 


2 
7] 


GEO. E. A 


SINCE 191] 


And rendering a specialized service that is always the standard for comparisoa 


1227 Hibernia Bank Bldg., 


NEW ORLEANS 
rREVEMBERG, Manager 


NEW YORK 


Ist Floor, 90 John St., 
YATE, Resident Vice-President 


PHILADELPHIA 


329 Walnut St., 
R. HUGHES, Manager 


SAN FRANCISCO 


Ol Adam Grant Bldg., 
DAMS, Resident Vice-President 
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CALL upon the mem- 

bers of the National 
Association to represent 
only those surety compantes 
which maintain rates, and to 
cease representing those 
companies which deviate 
from standard rates, and to 
try to visualize that their 


business and the entire busi- | 


ness of corporate suretyship 
will be better maintained if 
all producers will represent 
only such companies as 
hold to proper rate and com- 
mission levels. 


* * K K * 


“Tt has been my observation 
that the preferential benefits 
any agent obtains through 
representing a cut-rate sur- 
ety company 1s short lived 
and that in the end the detri- 
mental factor 1s exceedingly 
apt to overcome the tempo- 
rary benefits obtained.” 

Percy H. Goopwin, President 


National Association of Insur- 
ance Agents. 


Agents and companies alike are about to enter 
upon a new business era. The alert agent is casting 
about now for the company that will be able to 
handle his business to the best advantage over the 
years to come. The substantial company is looking 
for the sort of an agent who will provide suitable 
representation over the next decade. 


The National will qualify by every standard of 
agency test. 


NATIONAL SURETY COMPANY 
115 Broadway 


New York 

















Says Reciprocals 
-Not Hard to Beat 


Jenkins Gives Valuable Tips on 
Meeting This Kind of 
Competition 





NEVER ANTAGONIZE MAN 


National Councillor from Indiana Finds 
Financial Responsibility Laws 
Best Entering Wedge 


Rule number 1 in meeting the compe- 
tition of reciprocal automobile insur- 
ance, A. L. Jenkins of Richmond, Ind., 
national councillor for that state, de- 
clared in the discussion on that subject 
Thursday is not to antagonize the pros- 
pect who leans toward reciprocal insur- 
ance or now has it. Mr. Jenkins gives 
his experience in this line and the meth- 
ods which he has found most profitable. 
He says in part: 

“First: If my prospect leans toward 
reciprocal insurance, or now has such 
insurance, I try not to antagonize him, 
and suggest that if he wants to flirt with 
that kind of protection, he might place 
his fire, theft, tornado and collision in- 
surance with such an organization, as 
these forms of his insurance expire an- 
nually—and even if he had a loss, leav- 
ing out the question of assessments, his 
loss would likely not exceed the value 
of his car. 


Personal Injury Hazard 
Extends Over Long Time 


“But when it comes to his liability for 
personal injuries, he should keep in 
mind that the life of most such organ- 
izations is usually limited to 10, 12 or 
15 years, and that in the case of an in- 
jury to a child—say four or five years 
of age—that child has until it becomes 
of age, plus the statute of limitation in 
which to bring suit against him, which 
means that it may be 20 years or more 
after an accident happens before the 
suit is filed. Then it may be ten years 
or more after that before the case actu- 
ally comes to trial, 

“Should a verdict of some $15,000 or 
$20,000 be rendered against him, his 
only protection is the company or asso- 
ciation which was carrying his liability 
insurance at the time of the accident; 
and if that company or association was 
out of existence at that time it would 
be just too bad, for he would be left to 
pay the judgment himself. 


Argument Applies to 
Poor Stocks, Mutuals 


“This same argument applies to poor 
stock, or poor mutual companies, just 
as well as to poor reciprocal associa- 
tions. I also explain to him that recip- 
rocal insurance is neither stock nor mu- 
tual, and explain some of the difficul- 
ties he might encounter in case the at- 
torney-in-fact did not take care of the 
claim; or had resigned as attorney-in- 
fact. 

“T usually close my statement with 
the remark that in selecting the com- 
pany that is to carry my liability insur- 
ance, I try to select a company that 
looks to me as though it will be in 
existence 20 or 30 years hence. 

“Have several concrete examples, and 
you can paint a picture so black that 
it makes him shudder for fear some- 
thing similar might happen to him. 

“T try to prevent being drawn into 
a discussion regarding the difference in 
price. If he wants to talk price, I sim- 
ply say, ‘We are not talking about the 
same kind of protection, hence cannot 
make any comparison of price.’ Or if 





—— 


Western Banker 
Discusses Honor 


Bank of America Chairman Men- 
tions Influence of Distorted 
Attitude in Depression 


PRAISES AGENTS’ UNITY 


Sees Integrity and Loyalty As Two 
Major Attributes in Successful 
Business Life 


“Business honor is a very good thing, 
but it is sometimes hard to find it in 
practice,’ Orra E. Monnette, vice-chair- 
man Bank of America, Los Angeles, 
told the agents. 

“There are many persons,” Mr. Mon- 
nette said, “who believe that, like the 
legend, the code of ethics should be 
hung upon the office wall to be pointed 
at as an index, an expression of the 
character and integrity of the firm which 
is operating.” But he said too fre- 
quently in competition and actual serv- 
ice it does not represent a final sum 
total of its honorable parts. Mr. Mon- 
nette continued: 


Comments on Old 
Bank Agency Situation 


“Tt is proper for me to comment upon 
the ‘chattering gardeners’ of rumor and 
comment who sought to disturb and re- 
flect upon the fine relationship which 
the banking institution which I repre- 
sent has always wished to hold, unim- 
paired, between the representatives of 
all insurance agencies and the workers 
in this field. Never, at any moment, has 
there been the slightest thought or sug- 
gestion other than that equitable and 
high minded reciprocation which all 
those engaged in honorable business 
should hold with respect to each other. 

“There is no point at which the bank- 
ing business should in any way be con- 
strued as a competitor to insurance 
enterprises and undertakings. Because 
of policies adopted in good faith and 
not in any sense intended to be com- 
petitive, unfortunate misunderstandings 
arose with respect to the previous atti- 

(CONTINUED ON PAGE 21) 








he says, ‘It is so much cheaper,’ I usu- 
ally reply, ‘It ought to be, for it does 
not give the same kind of protection.’ 

“Usually the reciprocal’s weakest 
point is their attitude toward personal 
injuries, or damage to property of 
others. There is one reciprocal that has 
been doing business in our state for 
some ten or 12 years, and I have yet to 
find the first case where one of their 
assureds has hurt some one; or damaged 
some one’s property, and the reciprocal 
adjustor has frankly said ‘Our assured 
is to blame for this accident; what is 
your damage?’ 

“Their statement to their assured is 
more usually to the effect that he is not 
liable for the accident, hence pay no 
attention to it; if you are sued, and a 
judgment is rendered against you, and 
you have to pay the judgment, we will 
reimburse you. The average man does 
not want that kind of protection; he 
wants a company that will frankly ad- 
mit it if he is in the wrong, and walk 
right up and pav the claim. 

“T think one of the best talking points 
against reciprocal insurance are the new 
financial responsibility laws that have 
been passed by so many of the states. 
Most reciprocals limit their operations 
to the state in which they are organ- 
ized, with possibly a few adjoining 
states.” 
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Overhead Writing 
Big Evil—Hillers 


Solution Is to Represent Only 





“Cooperating” Companies, 
He Says 


BRINGS NEBRASKA VIEW 


Practice Developed Because of Greed 
of Carriers, Pressure of Large 
Buyers, Big Brokers 


Overhead writing declared by 
J. B. Hillers to be the major 
evils and unethical practices of the busi- 
Mr. Hillers is president of 
the Nebraska Association of Insurance 
Agents. 
the practice when the topic was up for 
general discussion. 

Mr. Hillers declared that 
writing has developed because of 
avariciousness and 
companies to obtain premium volume, 
no matter by what method; the 
constant pressure and demand of large 
buyers of insurance to purchase at 
wholesale or less—the big broker, al- 
ways inconsiderate and often-times un- 
ethical, dangling large risks before the 
eyes of greedy, hungry companies, with 
the consequent shortsightedness of un- 
scrupulous companies, going over the 
heads of the local agents and crucifying 
them. If true, cannot the local agents 
remedy this evil by withholding all sup- 
port from the disloyal companies, 


was 
one of 


ness today. 
He entered his indictment of 
overhead 


“the 


greed of unethical 


also 





enemies of the American agency sys- 
tem?” 

“Our loyal cooperating companies on 
plural risks within the state see to it 
that the local agent receives a small 
brokerage commission, say 5 percent, 
when the entire line is handled through 
one agency located in the town or city 
of the concern’s headquarters. That is 
fine, and as it should be; therefore, we 
are concerned only with the other 
classes of companies.” 

To combat the evils of overhead writ- 
ing, Mr. Hillers urged the agents to 
engage in proselyting for their state and 
the National associations. New men 
should be brought into the associations 
and they should be imbued with the 
desire to represent only 
companies. “Then, let us oust the 
others over the transom and it will not 
be long until justice will be had and an 
overwriting commission will be readily 
granted if earned.” 


Convention Notes 


Vice-President F. A. Gandert 
Fidelity & Guaranty Fire attended this 
convention. 

aS ok * 

Cc. D. Livingston, insurance commis- 
sioner of Michigan and newly elected 
president of the National Convention of 


Insurance Commissioners, arrived Mon- 
day and received congratulations of 
many of his friends on the high place 
he has won in his organization. 
p * 
Jennie Sue Daniel, editor of the 
“American Agency Bulletin,” and Miss 


Gladys Cole, daughter of E. J. 
Fall River, Mass., were 
Percy Goodwins at San Diego several 
days before the officers and executive 
committeemen went to Agua Caliente. 

ok * 

Fred A. Price of Conkling, Price & 
Webb of Chicago, who has a home on 
the beach at Santa Monica, shook hands 
with old friends in the lobby. 

re © 2 
H. Williams of the 
has attended con- 
was present this 


Cole of 
guests of the 


Vice-President R. 
Travelers Fire, who 
ventions in the past, 





year. 
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Signs of Activity 
on Sunday Before 
Convention Starts 











The hotel where the National Associa- 
tion of Insurance Agents holds its meet- 
ing begins to take on real activity the 





Sunday before the convention starts. 
Monday becomes a day of greeting 
{where people from various sections 


| shake hands and renew old associations. 
This year the officers and executive 
| committee went to Agua Caliente down 
|in Mexico and did not arrive at Los An- 
|¢eles until Monday morning. 

\ special train that brought a large 
number of delegates also went to that 
| point, arriving Sunday morning. All 
hands left on sleepers Sunday night, 
| perhaps with less money in their pockets 
|than when they arrived at this famous 
resort. 

Therefore the usual activity of Sun- 
; daly was not so apparent but the next 
| day brought liveliness of all kinds. The 
| registration began, badges appeared, 
|} people were getting settled in their 
|rooms, headquarters were established, 
companies opened special headquarters 
and mysterious whisperings caused many 
people to seek certain rooms which had 
a special attraction. The executive com- 
mittee met during the day and in the 
evening the Los Angeles Insurance Ex- 
change headed by President Harry G. 
Bobey gave the National official family 
and the California state officers a com- 
plimentary dinner. 

The National Council met all 
Tuesday. The California Association of 
Insurance Agents held its annual meet- 
ing that day with President Eugene 
Battles in charge. Mr. Battles, by the 
way, was general chairman in charge of 
local arrangements. The executive sec- 
retary of the convention 
was V. H. Adams, secretary of the Los 








day 


committees | 


Angeles Insurance Exchange, and the 
assistant executive secretary was F. C. 
Coldridge of Oakland, executive secre- 
tary of the California State association. 

The various committees were active 
and looking after all demands. The Los 
Angeles folks had everything well pre- 
pared. On Tuesday night was the great 
get-together dinner with President P. H. 
Goodwin presiding and Ernest Palmer, 
manager of the Chicago Board, acting 
as toastmaster. This occasion was used 
for the regular greetings extended by 
Eugene Battles, the response being by 
W. B. Calhoun, chairman, National ex- 
ecutive committee The ex-presidents 
and a number of distinguished 
were introduced. Professional 
tainment provided by the Los 
people followed. 


guests 
enter- 
Angeles 





Seven Past-Presidents 
Honored at Convention 


The past president’s annual din- 
ner was held Wednesday evening. 
The former presidents at the con- 
vention were: E. M. Allen, F. L. 
Gardner, E. C. Roth of Buffalo, A. 
W. Neale of Cleveland, R. P. De- 
van, James L. Case and Clyde B. 
Smith. 

Clyde Smith presided and all 
the old presidents spoke as well 
as the near ex-President Percy 
Goodwin. A delegation consist- 
ing of Mr. Smith, Mr. Goodwin 
and Mr. Calhoun visited the past 
presidents of the California asso- 
ciation who were at dinner and 
the National former presidents 
later received a delegation from 
the California presidents consist- 
ing of P. S. W. Ramsden, Oak- 
land; Eugene Battles, Los An- 
geles, and H. J. Philen, Sacra- 
mento. 
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HIS is it: 
serious problem in handling their clients’ compen 
sation insurance 


agent. 


Subway Terminal Building 


found that 


service. 


Los A ngeles Office 


C. W. Fettows, President 
Head Office 
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The Story of the Black Knight 


is simple, unvarnished, but TRUE. 


Agents and brokers confronted with a 


[NDEM- 


NITY CORPORATION’S non-assessable participating com 
pensation policies proved friends to both employer and 


Associated Insurance Companies are entered today in 
many states where agents may take advantage of this 


L. S. Moorhead, Vice President 
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Preferential Rate 
Cutting Charged 


I. U. B. Revives Discriminatory 


Practices, Harry R. Manches- 
ter Asserts 


IN COMMITTEE REPORT 


Condemns Secrecy of Tariff Fixing 
Machinery—Declares Average 
Cut Is 30 Percent 


While lauding the virtues of the 
principle of the reporting form, Harry 
R. Manchester of Cleveland charged in 
his report 
on the 
that the practices of that organization 
were discriminatory. 


as chairman of the committee 


Interstate Underwriters Board, 


He said that some 
anti-discrimination 
force in 44 states. These laws were pro- 
voked, rate cutting, in which 
the small property owner was discrimi- 
nated against. Confidence 
been restored but, Mr. 
clared, “the I. U. B. 
old practice, not by individual com- 
panies but as a great group, comprising 
practic ally all the leading fire com- 
panies.’ 

rhe I. U. B. requirement of a state- 
ment of location with values at each, 
creates the possibility of filing fictitious 
values to produce a fictitious rate and 
the filing of fictitious locations to pro- 
duce the required number. Accordingly, 
one class is favored, he said. The ficti- 
tious automobile fleet idea and equity 


form of law is in 


he said, by 


has since 
Manchester de- 
is reverting to the 
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rating is being extended to fire insur- 
ance. 

Mr. Manchester admitted there is 
some justification for giving special rate 
treatment to multiple location, single 
ownership risks. Because of the fewer 
policies involved there is a saving in 
expense in handling 100 percent of in- 
surance to value, etc., but if this is so, 
he asked, why should this special rate 
treatment be handled “under cover and 
not through regularly recognized chan- 
nels.” 


Treatment Is Warranted 
Even at Single Location 


“The I. U. B. has done at least one 
excellent thing. That is in defining the 
distinction between marine and fire cov- 
erages. That it is a body through which 
uniform coverage and rate treatment of 
interstate risks can be secured is very 
desirable. It must seem ridiculous to 
big business, operating in several states, 
that one form of rider or clause is 
mandatory in one state and a different 
one mandatory in another; that credits 
and charges in rates vary in different 
states. lor instance that credit for the 
use of the 100 percent clause is available 
in some states and not in others. Its re- 
porting form of cover with adjustment 
of premium on a pro-rata basis is desir- 
able and justified particularly in risks 
of multiple location when values may 
be up in one location and down in 
another one month and the reverse be 
true next month. 

“In my opinion the time has come 
when such treatment is warranted and 
should be accorded to all risks of fluc- 
tuating values even those of single loca- 
tion where the minimum premium is 
large enough to warrant the expense of 
handling. As a matter of fact, many of 
them are securing it right now either on 
the quiet through regular channels, or 
through non-affiliated or non-agency 
companies. 

“But let ” analyze the plan of opera- 
tion of the I. U. B. intended to accom- 
plish the laudable purposes previously 
referred to. The very fact that the busi- 





Reports on I. U. B. 








HARRY R. MANCHESTER 


Chairman Special Committee on I, U. B., 
Cleveland 


Mr. Manchester reported findings of 
his committee Thursday morning. 


ness is not pooled and operated from a 
single head but by companies or groups 
individually enables companies to take 
advantage of the situation. They can 
take business independently on their own 
terms under the guise that it is written 
through the I. U. B. 

“The I. U. B. requires a statement of 
locations with values at each. Based 
on these statements an average annual 
rate over all is named. This plan pre- 
sents the possibility of filing fictitious 
values to produce a fictitious rate and 








the filing of fictitious locations to pro- 
duce the required number. These things 
have been done. 


Interstate Board Rates 
Are Frankly Competitive 


“The rates when named are frankly 
competitive, in other words, cut rates. 
The I. U. B. is not a rating body, is not 
recognized as such so far as the speaker 
knows in any state. Forty-four states 
have some form of anti-discrimination 
law, and why do these laws exist? Be- 
cause years ago there was so much rate 
cutting, so many rate wars, that insur- 
ance came into disrepute. The public 
had lost confidence in its good faith. 
The small property owner was discrimi- 
nated against. The anti-discrimination 
laws were passed to give everyone a fair 
deal, large or small. Their passage 
probably was the greatest stabilizing in- 
fluence the insurance business ever ex- 
perienced. Gradually confidence was re- 
stored. 

“Now the I. U. B. is reverting to the 
old practice, not by individual companies 
but as a great group, comprising prac- 
tically all the leading companies. True, 
its operations are as yet confined to a 
specific class. But if a group of com- 
panies assumes to cut established rates 
on one class, why not on another class? 
Why not schools or churches, hotels, 
hospitals, anything? The fictitious fleet 
idea and so-called equity rates, another 
fancy name for cut rates, extended to 
fire insurance. It at least is an invitation 
for non-affiliated companies to cut the 
cut rates. When will it all end? Some 
of us, particularly in the large cities, my 
own office among the number, naturally 
have made use of I. U. B. opportuni- 
ties. But haven’t we perhaps profited 
temporarily at the expense of an ulti- 
mate greater loss? May not the whole 
future of the American agency system 
be at stake? 

“On the other hand there undoubtedly 
is some justification for special rate 
treatment on these multiple location, 
single ownership risks, fewer. policies, 
less expense of handling, 100 percent of 
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insurance to value, possibly better stand- 
ards of self supervision and housekeep- 
ing than applies to the individual risk 
ind less commission to the agent. But 
why should this special rate treatment 
even if warranted be handled under 
cover and not through regular recog- 
nized channels? 


Rates Are Secretly Made, 
Preferentially Issued 


“These I. U. B. rates are secretly 
made and preferentially promulgated. 
hey are published nowhere. Even the 
|. U. B. company members, except the 
company or group controlling the line, 
do not know what they are, and right 
at this time the National Board is en- 
gaged in a program of advertising in 
2.000 weekly newspapers in 15 states, 
the eighth ad of which is announced to 
touch on rate making. It states that 
the property owner creates the condi- 
tions which determine the cost of his 
fire insurance; that there is nothing secret 
in the making of rates. Yet practically 
the same companies, the Interstate Un- 
derwriters Board, are naming rates 
secretly and not publishing them. 

“One of the best rating authorities 
estimates the I. U. B. cut in rates, con- 
sidering the form, discrepancies in val- 
ues, etc., averages fully 30 percent while 
a high official of one of the largest 
groups of the I. U. B. and of the Na- 
tional Board in a public address re- 
cently in which he was urging agents 
not to sell insurance primarily on a 
price basis, stated that the fire loss ex- 
pectancy in the United States varied 
than 1/10 of 1 percent year by 
vear, and that if the rates had been cut 
10 percent on all their business during 
the past 10 years his companies would 
be insolvent today. From what source 
is this 30 percent cut in revenue from 
big business to be recouped? From the 
small property owner? 

“New modified, multiple location re- 
porting forms have recently been adopt- 
ed for use in nearly all mid-west states. 
While they are termed single state re- 
porting forms they are also applicable 
under certain conditions to interstate 
business. I understand they soon are 
to be made available in practically all 
states. They give substantially the 
same coverage as the I. U. B. forms 
including automatic coverage, prorata 
adjustment of premiums, etc. Policies 
are to be written through regular chan- 
nels at published rates and at going 
commissions. Sounds fine for the agent, 
doesn’t it? But let us consider a min- 
ute. As long as the same companies 
compete with themselves through the 

J. B. for the same business at cut 
rates, one guess is enough to determine 
whence the business will be placed. 

“There are, nevertheless, in the speak- 
er’s opinion some very excellent things 
in the I. U. B. set up. It was the hope, 
perhaps the too ambitious hope, of your 
committee that, by conference with I. 
U. B. officials, we might assist in work- 
ing out some changes in their present 
methods which would continue the good 
and eliminate or at least modify what 
we considered to be the evil. But it 
was found impossible to arrange such a 
meeting prior to this convention.” 


less 


Western Banker 
Discusses Honor 


(CONTINUED FROM PAGE 18) 


tude of our institution in this respect. 

“Therefore, becoming necessary, it 
was met by a proper challenge and 
statement issued in a letter of Nov. 3, 
1930, to Percy H. Goodwin, president 
of the National Association of Insur- 
ance Agents; by expression and signa- 
ture of A. J. Mount, the honored presi- 


dent of the Bank of America National 
Trust & Savings Association of Cali- 
fornia. 


“In the financial strength and influ- 
ence of the great insurance institutions 
of America there is a bulwark of finan- 
cial power, credit, and facility which is 
unequaled, much less unrivaled in all 
of the financial and business spheres of 





the world. This is recognized by 
everyone and this fact is of importance 
in itself, and well known and under- 
stood by your friends and co-laborers 
in the great financial fields of our na- 
tion.” 


Convention Shorts 


Among the insurance commissioners 
present were Dunham, Connecticut; 
Davis, District of Columbia; Cochrane, 


Colorado; Kidd, Indiana; Hobbs, Kansas; 
Livingston, Michigan; Clark, Vermont, 
and Bowles, Virginia. Actuary Tate rep- 
resented Kentucky, J. D. Saint, Louis- 
jana, and First Deputy Linnell, Massa- 
chusetts. A. S. Caldwell, formerly Ten- 
nessee commissioner, was present. 
x * *® 

J. A. Giberson, Alton, Ill., received the 
$10 gold piece for prompt attendance at 
the Thursday afternoon session. 

* * * 
E. Forrest of the North 
Accident of Chicago, who re- 
sides a part of the year at Redlands, 
about 60 miles from Los Angeles, at- 
tended the convention. 

* * * 

The National association office in New 
York was represented by Secretary Ben- 
nett, Assistant Secretary Bartlett Greene, 
Editor Jennie Sue Daniel of the “Ameri- 


President A, 
American 


can Agency Bulletin,” and. Miss Gwen- 
dolyn Bradley, Mr. Bennett's secretary. 
* ok O* 


Senior Vice-President Mike M. Moss of 





Morrison Urges Agents 
to Offer Their Services 





A suggestion that agents offer their 
services to their local chambers of com- 
merce and other civic organizations as 
a part of a volunteer nation-wide fire 
and accident prevention committee of 
the National association was made by 
Sam T. Morrison of Iowa City, chair- 
man of the fire and accident prevention 
committee, in his report. The report in 
part follows: 

“The fire and accident prevention 
committee of our association, like simi- 
lar committees, have found a complete 
upheaval during the past year. An as- 


Samuel Fast, who held forth with pleas- 
ing New Orleans hospitality at the in- 
surance commissioners meeting, estab- 
lished headquarters at the agency con- 
vention. 

*x* * 

Paul B. Sommers, vice-president Ameri- 
can of Newark group, was introduced by 
his Pacific Coast manager, George O. 
Hoadley of San Francisco. 


ested in all kinds of fire. prevention 
work; we take off our hat to no man, in 
fact we are the leaders; the men on the 
firing line, if you please, who are sup- 
posed to know and do know exactly 
what they are talking about when ‘fire 
prevention’ is mentioned. 


Believes Associations 
Should Investigate Evil 


“There is absolutely no use in min- 


imizing facts or using fancy phrases 
over one true altruism that all fire in- 
surance companies and their agents 


know, viz., ‘When business is poor, fire 
losses increase. We all know this, so 
why dodge the issue. 

“Without wanting to be a radical, may 
I suggest that it might be a good idea 
for our National association to take 
cognizance of all these extra heavy 
losses in certain territories, and pass a 
resolution suggesting that state asso- 
ciations rush an investigator in to see 





if they cannot help solve this distress- 
ing condition, even though the state fire 
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R. HOWARD BLAND 


Y ou, too, can benefit... 


JOIN 


the ranks of this progressive fire com- 
_ pany that has no other fire affiliations. 
Its field men give agents a 100% service, 
not in any way restricted by a sense of 


“Group Consciousness” | 
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marshal, local fire departments and in- 
surance adjusters are at a loss as to the 
solution. 

“I am quite certain that most of the 
state associations are now quite large 
and powerful enough, that they could 
help in the finding of an explanation of 
most doubtful and that agents 
and companies all over the United 
States will respond for such unexpected 
and exceptional help 
their 
that 


losses, 


The agents know 
clients; make no mistake about 
Emphasizes Huge Loss 

in Nation’s Toll From Fire 


“The record for 1930 shows that ap- 
proximately 10,000 persons were burned 
to death, and that the fire loss amounted 
to $500,000,000, This is more than was 
spent by the war department of the 


United States government, which is the 


main political issue. The result, of 
course, is that a part of the purchase 
price of every commodity is an indirect 
and invisible tax, occasioned by the 


distribution of our fire losses. 

“In order to convey to our members 
some of the excellent agencies that are 
now at work on our problems, I refer 
you to the National Fire Waste Coun- 
cil, National Safety Council, National 
Fire Prevention Association and Na- 
tional Fire Prevention Association, In- 
ternational 

“As emphasized in previous reports 
of this committee, one of the most ef- 
fective and systematic activities for con- 
servation work is the Inter-Chamber 
Fire Waste Contest of the Chamber of 
Commerce of the United States. 


Says Entire Nation Is 
Interested in Prevention 


“The National Association of Insur- 
ance Agents has a number of standing 
committees. Ours is one of them. The 
‘accident prevention’ is really a com- 
mittee of its own. Without wanting to 
tire our members (and I therefore give 
no statistics), I want to remind you 
that it seems the entire citizenship of 


THE NATIONAL UNDERWRITER 

















SAM T,. MORRISON 


Local cooperation of all agents in aid- 
ing fire and accident prevention work 
was urged by Mr. Morrison in his re- 
port as chairman of the committee hav- 
ing charge of this activity. 


the United States is now interested in 
this accident prevention subject. 

“The National Chamber of Com- 
merce, local chambers of commerce, all 
the service clubs, like the Kiwanis, Ro- 
tary, Lions, etc., are all taking part in 
this comparatively new program, and 
why not when the United States death 
by accidents is exactly twice as high as 
in all of Europe. 

“Ninety-nine thousand persons were 
killed in accidents in 1930; it is inter- 





Asks Cooperation | | 





esting to note that 32,000 were killed 
in motor car accidents, as against 38,000 
killed in action in the world war. 


Up to Agents to Lead 
Way in Finding Remedy 


“As our members in our fine old as- 
sociation probably know more about all 
these accidents than any other group 
in the United States, it is undoubtedly 


| up to us to lead the way to some rem- 


edy. 
“New methods of transportation in 
recent years like the airplane, private 


automobile, bus, and truck, are caus- 
ing an alarming increase in accidents. 
Insurance companies and local insurance 
agents are of course aware of these 
constantly increasing casualties. Every 
metropolitan daily newspaper carries 
daily the message of accidental death 
and injury. 

“So widespread has this terrible loss 
by accidents grown, that in recent years 
chambers of 


groups -of citizens, com- 
merce, service clubs, etc., have been 
adopting resolutions and committees 


appointed, to help the people to be more 
careful. 

“The safety problem is a_ universal 
one, and insurance agents all over the 
United States should heed the gospel of 
carefulness. All state associations, and 
local boards of underwriters should em- 
phasize the importance of accident pre- 
vention and lead the way to a more 
sane method of careful transportation. 


Improvement of Health 
Also a Vital Subject 


“Inseparable from accident preven- 
tion is in improving health conditions 
and preventing vocational diseases. 
Fortunately the larger employers of la- 
bor recognized this, and in most sec- 
tions of our country vocational ills have 
been corrected; however, it must not 
be allowed to lapse, and it is up to us 
to see that the good work carries on. 

“In closing may I suggest to agents, 
that as they are so very well qualified 


‘to act on fire and accident prevention 
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Membership Campaign 
Results Are Reported 


Results of the membership cam- 
paign prepared by E. M. Sparlin 
of Rochester, N. Y., chairman, 
and read by an associate, have 
been addition of 3,314 members in 
the four years of the five-year de- 
velopment plan. On Sept. 1, 1927, 
there were 9,391 members; Aug. 
31, 1931, there were 12,705, the 
largest in the association’s history. 
There were 2,159 members dropped 
in the last year, of whom only 
548 were restored, leaving net loss 
1,611. However, there were 2,020 
new members gained in the year, 
which leaves net gain 409, or 5 
percent. 

New York has the largest mem- 
bership of any state, 1,174 and ex- 
ceeds quota by 50. 

Nebraska wins the membership 
cup with an increase of 31 per- 
cent; Utah second, with 25 per- 

| cent; Oklahoma third, with 24 
|| percent. 
In the fifth year to attain quota 
in the five year plan, 1,382 are 
needed. 


(jo — 





committees that they offer their serv- 
ices to their local chambers of com- 
merce, and service clubs, and take ac- 
tive charge of this part of their ac- 
tivity. You may possibly save a life, 
and then indeed you will need no fur- 
ther honor, for you will then be a real 
credit tc your profession, and a hero 
who requires all our blessings.” 


J. S. Raine, secretary of the South- 
eastern Underwriters Association of At- 
lanta, who makes it a point to attend 
the meetings of the National association, 
was on hand in all his glory. 
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HOW TO SELL 


OME say selling is ninety per- 
Certain it is 
that one cannot sit and wait for 
new business to come in, but must 
That is why 
the “Springfield Group” is send- 
ing out monthly HOW TO SELL 
messages to its agents featuring 


successively all the coverages we 


Successful selling of Fire Insur- 
ance and the Specialty L 
pends upon a knowledge of the 
earnest, 
fective presentation of these cov- 
erages to people who need them. 


That is the basis of the “Spring- 


If there are members of the Na- 
other 
“Springfield Group” agents, who 


write for further information. 
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Company-Aégent 
Accord Is Sought 


(CONTINUED FROM PAGE 7) 


It was announced at the meeting 
that the executive committee has ap- 
pointed a special conference committee 
to deal with the Surety Association, con- 
sisting of P. H. Goodwin, San Diego, 
Cal., chairman; T. C. Hayes, Charlotte, 
af C.; L. Hassinger, New Orleans; R. 

V. Troxell, Springfield, Ill, and Archi- 
bald Smith, New York City. 

President Percy H. Goodwin declared 
that the time had come when agents 
should play a consistent role in their 
representation of surety companies. The 
agents cannot expect the companies to 
meet them half way, he declared, if 
agents represent both conference and 
cut rate companies. Some agents, he 
said, have represented a standard com- 
pany for a long while but in later years 
have taken on a rate cutter thus weak- 
ening the position of the agency. He 
deplored this practice saying that the 
agent thus acknowledged he was not 
able to sell standard goods. Mr. Good- 
win expounded his position in the 
“American Agency Bulletin” and said 
that he had received a number of tele- 
grams and letters commending the prin- 
ciple for which he stood. 


Present Surety Business 
Outgrowth of the War 


President E. M. Allen, National 
Surety, who is a former president of the 
National Association of Insurance 
Agents, gave a talk in which he pledged 
the cooperation of the Surety Associa- 
tion of America if in turn the agents 
would play fair. He said that the pres- 
ent surety business is largely the out- 
growth of the war. In 1919 the surety 
business produced $42,000,000 in pre- 
miums,. Last year the figure was $96,- 
000,000. He asserts that both agency 
and company associations should do 
everything possible along constructive 
lines during these parlous days. The 
country, he held, is entering on a new 
business era. The world, he said, is on 
fire and the scarred remains will be in 
evidence for many years. It is time, he 
said, for agents and companies to work 
in concert. Suspicion should be minim- 
ized. There should be greater trust. No 
company should fear its own agents and 
no company group should fear the 
power of the National Association of In- 
surance Agents. Each should have mu- 
tual respect for the other and should 
realize that come what may neither side 
has been tending to harm the other. 

Mr. Allen said that the Surety Associ- 
ation will meet the committee from the 
National Association of Insurance 
Agents with an open mind. So long as 
each has confidence in the good faith of 


land the National Council was instructed 
to devise a system by which the activi- 
ties of local boards on reciprocity may 
be coordinated through the association. 
He declared that there should be uni- 
formity in this regard. President Good- 
win in speaking on branch offices con- 
tended that this practice is the most 
dangerous confronting the ‘agency sys- 
tem. K. H. Bair of Greensburg, Pa., 
told of the results of the branch office 
system in Philadelphia. He said they 
were squeezing out the local agents. 
Walter Chase has headed a movement 
with 40 agencies on a commission basis, 
forming an organization. 

President Goodwin stated the branch 
office system is accentuated by casualty 
companies allied with fire fleets. This 
is resulting in combining salaried man- 
agers that are employing many solici- 
tors. They expend their activities be- 
yond the headquarters city. High-pow- 





ered specials are sent into smaller places 
to get people who can swing business. 
_ Oklahoma was second in membership 
increase with 25 percent. The Des 
Moines attendance cup for the state hav- 
ing the most members in attendance 
outside of California went to W ashing- 
ton, The Detroit association cup for 
the state showing greatest combined 
mileage of members attending was 
awarded to New York. It was reported 
that all members of the San Diego 
board were present. 

The following resolution was passed 
regarding the Hoover dam controversy: 
‘The action of President Goodwin and 
the members of the executive committee 
in the handling of the Hoover dam 
bond problem in all its detail has not 
only our full approval but in addition 
our thanks and appreciation for their 
untiring efforts resulting not only in 
full development of this new problem 





but keeping it from becoming a prece- 
dent for overhead writing of surety busi- 
ness, 

President Goodwin announced the 
committee to delve into the subject of 
cancellation for nonpayment of pre- 
mium—J. L. Case, Norwich, Conn., 
chairman; Harry Schroeter, Oakland, 
Cal.; C. B. Smith, Lansing, Mich., G. 
Mabry Seay, Dallas; F. H. Hichman, 
Atlantic City. 


Non-policy-writers 
to Be Considered 


On motion of Clyde Smith of Lan- 
sing, the new administration was in- 
structed to give immediate attention to 
the question of non-policy-writing 
agents and branch offices. H. R. Man- 
chester of Clev eland stated the National 
association office is now developing defi- 
nitions of various terms because the 
branch office means one thing in one 
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the other there need be no question as 
to the results forthcoming. Mr. Allen 
said that an agent should definitely de- 
cide whether he intends to represent a 
company that adheres to manual rates 
or whether he desires to be on a rate cut 
basis. 2 

The last session opened with an ad- 
dress by H. G. Ufer of Los Angeles, 
western superintendent Underwriters 
Laboratories, who illustrated his talk 
with pictures. Commissioner H. P. 
Dunham of Connecticut was presented 
and gave a short talk. The president's 
membership cup going to the state as- 
sociation making the largest percent- 
age increase was awarded to Nebraska 
with 31.2 percent. 

It was announced that Wyoming had 
organized a new state association Tues- 
day. S. T. Morrison, Iowa City, chair- 
man fire and accident prevention com- 
mittee, gave his report. 

President Goodwin said the associa- 
tion had 151 complaints as to owner- 
ship of expirations. All were settled 
satisfactorily. There were 52 bank 
agency complaints, all being adjusted 7 ~~ e 
except four and these are in process of (reat MIPrircan Indemnity Company 
satisfactory settlement. President Good- 
win announced that the Republic of 
Texas is now fully cooperating with the 
association. 

On motion of C. D. Ransom of Cleve- y 


23,250,518.69 
16,383,804.96 
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place and another in another; likewise 
a non-policy-writing agent has numer- 
ous interpretations. These are being 


cleared up. 

Chairman Calhoun in reporting on the 
National Council meeting said that a 
special committee headed by F. J. Lewis 


of Milwaukee will present an agenda 


and recommend rules for governing the | 


body at the 


mid-year meeting. 
President 


Goodwin said the associa- 


tion had no complaint as to the Trav- 
elers Fire on branch offices. He said 
it was entirely in line. He has a letter 
from Vice- preside nt R. H. Williams 
stating that if any valid complaint is 
made by the association office as to an 
agency appointment it will be rectified. 


Chairman F, G. 
the resolutions 
to a company 


Gardner reported for 
committee with regard 
being on the non-cooper- 


| cepted 


ating list. One resolution passed now | 
puts all companies in the same fleet on 
a non-cooperating basis. President | 


Goodwin declared members would 
a year to purge their agenc ies. 

Chairman S. O. Smith of the nomi- 
nating committee reported. Fred J. 
Lewis and B. A. Lehnberg of Milwau- 
cee conducted their fellow townsman, 
Ca B. Calhoun, “the new president,” to 
the rostrum where he was inducted into 
office by Percy Goodwin. 

Joseph L. Bobba of Oakland with his 
cordion lead the audience in the 


have 


| troduced 
| Bobba and his accordion gave 


THE NATIONAL 
consin state song, following Mr. 
houn’s remarks. Arthur Mead of 
bama and J. W. Rose of 
brought the new executive committee 
chairman, Charles L. Gandy of Birming- 
ham, to the platform where he was in- 
by President Calhoun. Joe 
“Dixie” 


Cal- 
Ala- 
Buffalo 


after Mr. Gandy’s inaugural talk. 

J. B. Hillers of Hastings, Neb., 
the cup awarded to his state. 
C. B. White of Seattle accepted the cup 
given to Washington for largest attend- 
The New York 


ance. contingent se- 
lected J. W. Rose of Buffalo to receive 
the cup awarded to their association. 
New York has won this cup for three 
successive years. 

Clyde Smith and James Case escorted | 
Mrs. Goodwin to the platform. While 
she was coming to the front, J. L. 


Bobba played “Let Me Call You Sweet- 
heart.” F. L. Gardner of Poughkeepsie, 
Y., paid a feeling tribute to Clyde 
Smith of Lansing, past president, and 
awarded him the Woodworth memorial 
trophy as being the member who has 
rendered signal service for the Amer- 
ican agency system during the year. 
Fred J. Lewis of Milwaukee 


A. 
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final talk. 
and Follow 


His slogan was “Press on 
Through.” Mrs. Goodwin 
came before the microphone with a 
word of gratitude. President Calhoun 
asked Joe Bobba to close the proceed- 
ings with “Auld Lang Syne.” 


| Loyalty to Rates 


ace | 


Is Asked by Beha 


(CONTINUED FROM PAGE 12) 


test of this crisis very well in con ipari- 
son with the banks of the country. No 
important stock casualty insurance com- 
pany has yet failed. 

“Cooperation among casualty com- 
panies for the establishment and main- 


tenance of premium rates is so indis- 


| pensable—so fundamental—that without 


the active maintenance of cooperative 
machinery by these companies, they 
would not be able to continue their im- 
portant service to the public. It has 
long been a generally recognized prin- 
ciple that the developments of equit- 
able rates is dependent upon the com- 


bine ition of companies. 


was se- | 


lected to make the final tribute to Presi- | 


| 


| dent Percy Goodwin. He presented Mr. | 
and Mrs. Goodwin a silver tray and 
urn. 


Wis- | 


“The National Bureau of Casualty & 
Surety Underwriters established the 
premium rates which are applied to al- 
most the entire volume of business writ- 


The retiring president made his | ten in the United States in lines under 
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the jurisdiction of the bureau. Rates 
having been established must be main- 
tained if the business is not to be de- 
moralized by competition. Recognizing 
this fact, the 48 members of the bureau 
have pledged themselves to abide by 
these rates and to write no policies ex- 
cept at bureau rates. 

“While the non-member companies 
which use bureau manuals have signed 
no pledges to use the rates in those 
manuals, there are such companies that 
adhere to bureau rates. In matters per- 
taining to casualty insurance rates, the 
bureau is the stabilizing force in the 
entire business. The ratemaking and 
administrative functions now performed 
by the bureau are absolutely essential. 
The future of the casualty business un- 
questionably depends upon the National 
bureau or some similar organization. 

“Just what does rate adequacy imply? 
A rate high enough, a rate generous 
enough to cover fully the cost of the 
hazard involved so that the insurance 
carrier may justly, fairly, and honorably 
treat all affected by the protection fur- 
nished, and at the same time preserve 
its own solvency and _ stability. The 
public is entitled to fair treatment in 
accordance with the provisions of the 
companies’ policy contracts when losses 
occur. Such treatment cannot be 
counted upon when contracts are based 
upon inadequate rates. 

“The usual and familiar legal requir« 


ment is that rates be ‘reasonable and 
non-discriminatory’ as well as ‘ade- 
quate. Here the casualty companies, 


through cooperation in the bureau as- 
sume the responsibility placed upon 
them by legal requirement, that is, by 
the public, as well as by the business 
itself, and make proper rates. Having 
collected the experience on many thou- 
sands of risks assumed by its members, 
the bureau is in a position to, and does 
determine from this wealth of material, 
rates which are adequate, that is, high 
enough, reasonable, that is, not too high, 
and non-discriminatory, that is, fair, as 
between the various classes of risks as- 
sumed, 

“Premium rates applicable to the cas- 
ualty lines are scientifically established 
on the basis of the combined experience 
of many companies. Not only loss costs 
but expense items are carefully studied 
—taxes, the cost of claim settlement and 
other services to the assured, the admin- 
istration expenses, and acquisition cost. 

“The item for acquisition cost is the 
element in the rate in which agents and 
brokers are most directly interested for 
themselves. The amount and the dis- 
tribution of acquisition cost has been 
determined by the agents and brokers 
in conference with company executives. 
The percentage for commissions and 
other production costs provided under 
the rules of the acquisition cost confer- 
ence are specifically included in the rate. 
These items for acquisition cost have 
been accepted by state authorities as a 
definite and proper part of the rate. 
The other items which make up the 
rate must be determined by the com- 
panies with the approval of public of- 
ficials where this is required. Every 
cent of the premium dollar is accounted 
for. No margin is left in the rates for 
bargaining or rate-cutting. 


Don’t Ask Rate Boosts 
Unless They Are Needed 


“Members of the bureau are deserv- 
ing of your loyal support in the estab- 
lishment and the maintenance of proper 
premium rates. Agents, individually, 
and in groups sometimes work for what 
they believe to be the best interests of 
their assureds, with apparent indiffer- 
ence to the best interests and the ne- 
cessities of the companies they repre- 
sent. For example, there are cases 
where the companies have asked for 
rate increases and have met with opposi- 
tion by the agents before state super- 
vising authorities. ad im eae ety. es 

“Rate increases are not introduced or 
proposed by the companies unless 
needed. Ratemaking is a company 
function. The companies spend large 
sums and engage the best technicians 
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to work out fair, equitable, reasonable 
and adequate rates. After this has been 
done and rates announced, the agent is 
certainly not in a position to say that 
these rates should not be made effect- 
ive. The bureau companies request 
their representatives in the field to bring 
to the attention of purchasers of cas- 
ualty coverage who cannot reconcile 
themselves to the substantial sums paid 
for their insurance, the reasons why 
such large premiums must be paid. 
“But the function of the agent is not 
the determination of rates. A man who 
devotes his time to agency work can- 
not expect to be a qualified rate-maker, 
an actuary, and even if he were, this is 
not properly a part of his work. He 
must engage in one pursuit or the other. 
“You are company men in the field of 


salesmanship. You have contracts to 
represent certain companies. You are 
ound to those companies by ties of 
honor, and of law. 

“Every agent should realize that he 
cannot give the assured a square deal 
unless he is loyal to his company. The 


agent cannot properly serve his clients 
by offering them protection at inade- 
quate rates—rates which might under- 
mine the solvency of the company, 


Brings Message From the 
Executive Committee 


“IT should like to deliver a message to 
vou from our executive committee. At 
its meeting held Sept. 3, the committee 
instructed me to say to you at this con- 
vention that, in connection with the plan 
to develop better opportunities for the 
sale of workmen’s compensation insur- 
ance, the companies expect to give fur- 
ther study to the subject of acquisition 
cost. We are inviting your association 
to appoint a special committee to study 
this subject with us and be ready to 
confer with our committee on these 
matters at an early date. This should 
give us an opportunity to work out this 
problem on a practical basis to the satis- 
faction of all concerned. 

“In connection 





with the question of 


White Says Branches | 
Have Been Disturbers 


Almost every issue for which 
organized agents have battled in 
recent years has involved a branch 
office as the “fly in the ointment,” 
C. B. White, president Seattle Ex- 
change, declared in a discussion 
Thursday. Mr. White was amazed 
at the persistency of the branch 
office idea in the face of his con- 
viction that if executives would 
confess the truth they would ad- 
mit that business acquired through 
branch offices cost considerably 
more than when obtained through 
agents. 


the reasonableness of rates, the National 
Bureau not only determines from sta- 
tistical data what the reasonable rate 
is, as based upon experience, but it at- 
tempts to affect conditions surrounding 
the risks assumed by the companies so 
that unnecessary and improper 
costs may be avoided. 
“Prevention ot the misfortunes 
against which casualty insurance is car- 
ried | t 


loss 


as well as idemnification for the ef- 
fects of these misfortunes is properly a 
part of insurance. Through conserva- 
tional and safety activities, the casualty 
insurance companies, by cooperation in 
the bureau, are rendering service of vast 
importance directly to the public. 


Claim Department Gives 
Much Cooperative Help 


“The claim department of the bureau 
embodies a fairly new field for coopera- 
tive activity. This department promotes 
more efficient methods of dealing with 
claim problems and seeks to improve 
claim conditions in general. Fairness 
toward the public is promoted through 
this department in two ways: greater 
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attention and more care will be given to 
the settlement of meritorious claims, 
and the insurance rates will tend to be- 
come more reasonable with improved 
means of detecting fraudulent claimants 
and avoiding payment in cases of fraud. 


Reasonable rates do not provide the 
means for the payment of fraudulent 
claims. 


Conferences on Acquisition 
Cost Are Important 


“In connection with this subject of 
casualty insurance organizations, it oc- 
curs to me that you might expect me 
to say something about the organized 
efforts of the casualty insurance com- 
panies to control costs of production. 
The members of the conferences on ac- 
quisition cost for casualty insurance and 
for the business of fidelity and surety 
bonding have recently asked me to ac- 
cept the chairmanship of both organ- 
izations. | have accepted these appoint- 
ments in the hope that I shall be able 
to help the companies and the business 
in the important work of establishing 
and enforcing proper rules for the con- 
trol of production costs. | am not going 
to discuss here and now the problems 
which those new assignments bring to 
me. This would require too much time. 
It is, however, a subject which is of vital 
importance to the agent, and one which 
is vested with public concern. These 
matters have their significance for the 
insuring public in their effect on the 
premium rate and the financial stability 
of the companies, It, therefore, appears 
that the public service aspect of the 
work of the conferences on acquisition 
cost is important. The insurance su- 
pervising authorities are seriously con- 
sidering this problem. They are still 
willing to give the companies and the 
producers time to work out a solution. 
But if we don’t succeed in doing it soon, 
they may step in and take over the job. 
That something which should be 
avoided and we can avoid it, only if we 
can secure the cooperation of all par- 
ties,” 


is 





Shepherd Gives Welcome 
to “Comrades in Thought” 











J. K. 


SHEPHERD 


In his welcome to the local agents, 
K. Shepherd, president 


ciation of Insurance e Gene ral 


thought, feeling and purpose. 


periences, responsibilities and 
that are common to both of us,” 


Clyde B. Smith of the National associ 
tion, who in 
agents “fellow 
Shepherd said: 
“Those companies 


as middlemen.” 





which 





iz 
American Asso- 
Agents, ex- 


yn 
he 


pressed the fraternal greetings and 
cordial good wishes of the organizati 
which he heads and _ stated that 
saluted the locals as “comrades 


“I have repeatedly thought of the ex- 
dangers 
he said. 
He recalled the words of past President 
a- 
1930 addressed the general 
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the American agency system thereby 
provided the best safeguard for prevent- 
ing the absorption by the state of the 
insurance business. 

“When I contemplate the destructive 
probabilities of legisiatures uninfluenced 
by the sober judgment and personal ap- 
peal of local and general agents, I am 
confident that the men and women com- 
prising the local and general agency 
forces are measuring up to their ob- 
ligations in a fair manner, in spite of 
the vast amount of unwise, inimical and 
unfair legislation that has been enacted 
by our several states. 

“If the insurance companies could 
operate successfully by use of salaried 
branch managers and salaried agents, 
which I doubt, such operation would last 
only until they no longer had the aid 
and influence of those men and women 
who by reason of the independence of 
their positions developed important 
places in the civic and social life of 
their communities—after which the cry 
of the paternalist would cause the state 
to absorb the business. 

“The principles and purposes of our 
two associations are commended by all 
fair and thoughtful persons engaged in 
or concerned with insurance, and we of 
the general agents are desirous at all 
times to be of constructive aid in fur- 
thering the development of your aims 
and objectives. 

“The hospitality you have accorded us 
at this and other conventions is keenly 
appreciated. Your friendship and your 
kindly expressions of confidence and 
your recognition of the value and im- 
portance of the supervising general 
agent have been most encouraging to 
the members of our association. 

“We propose continuing to stand 
shoulder-to-shoulder with you in pro- 
tecting the business of insurance from 
harmful practices within, or destructive 
forces without, pledging our energy and 
resources to its maintenance as a pri- 
vately owned and operated commercial 
activity.” 
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Weeds in Insurance Are 
Pointed Out by Hubbard 





Selfishness, incompetency, — indiffer- 
ence, are weeds which threaten to choke 
the garden of insurance, Clarence T. 
Hubbard, assistant secretary Automo- 
bile of Hartford, declared in his talk 
“Watch the Weeds,” delivered Thurs- 
day morning 

Other “weeds” which he cited were: 
“Let George do it,’ “Every man for 
himself,’ and “I am going to get mine; 
let the other fellow worry”; excess com- 
missions, unqualified taxes, unjustified 
general agencies, unnecessary red-tape 
and detail, self-insurance. 

“The selfishness for insurance pre- 
miums has led to methods of obtaining 
these premiums which have destroyed 
the premiums themselves,” he said. 
“You have the responsibility of assist- 
ing in removing that selfishness, for it 
is a weed that is choking your business.” 
He commented that this is often the 
biggest and best method of increasing 
agents’ incomes all around. 

Mr. Hubbard put in a good word for 
the Interstate Underwriters Board. He 
also stressed the importance of agents 
being thoroughly informed. 

“To crowd out the weeds you must 


cultivate the growth of things worth 
while in their place. Therefore, every 
time you lend assistance in stopping 


unethical insurance practices you help | 


to choke out the weeds. 

“Then there is the weed of ‘indiffer- 
ence to insurance principles.” The local 
agent in his business getting activities 
cannot ignore the codes of operation of 
the insurance companies; he cannot vio- 
late his obligations to his business. The 


insurance companies are treating prob- | ance man. 


lems from a national viewpoint. 





ing so, the companies, naturally, must 





| 


| 


| weeds. 


not overlook local conditions, but at the 
same time I think agents frequently 
overlook that companies are having a 
broad national experience with their in- 
surance problems, and that the demands 
of the companies for the most part are 
well founded, carefully thought out and 
arrived at only after a great sacrifice 
of time and effort by those in charge, 
and at the top there are plenty of men 
who have been through the entire lad- 
der of insurance, from the local agency 
to field men right up to highest execu- 
tive position. 


“There are all kinds of insurance 
companies just as there are all kinds of 
agents. The human equation always 


plays its part. Some of the companies 
are not always kept under control, yet 
such companies they are frequently 
given preference of treatment, all of 
which breaks down business and punc- 
tures the income all round—and we 
know that insurance income is punc- 
tured in so many places now that it is 
practically poroused. 

“What means have you in your asso- 
ciation for regulating your membership 
relative to their treatment of insurance 
companies in accordance to the manner 
in which the comapnies treat your pro- 
fession? Isn't it true that many of 
your weaker members are aiding the 
success of unethical, selfish companies 
and crucifying the companies which are 
playing the game square? Watch the 
They grow fast. 

“The local agent must be an all- 
round insurance man, for in every 
town there must be an all-round insur- 
The contractual obligation, 


In do-| such as mortgages, leases, shipments, 


goods bought on credit, must be pro- 





tected by insurance. If the local agents 
do not recognize the economic need fora 
representative in each town who knows 
his stuff—if the local agent avoids this, 
or neglects it; then . . . well, then this 
activity will drift to those who will 
qualify. 


James L. Case Reports on 
Better Cancellation Plan 


James L. Case of Norwich, Conn., 
made a report Wednesday on a subject 
he had been studying, viz., “Cancellation 
of a Policy for Non-Payment of Pre- 
miums.” He feels there is no more im- 
portant or far-reaching subject in insur- 
ance today than the diminution of the 
credit evil. Life companies demand cash 
payment and have a clause in the policy 
providing for lapsation when the pre- 
mium remains unpaid after the grace 
period. 

Mr. Case contended that if companies 
and agents had been able promptly to 
collect the premiums due, most of their 
financial problems would have been 
solved. He feels that the companies 
have been more to blame than the 
agents, as the companies have extended 
too long time for payment of balances. 
He feels that the collection plan should 
be enforced and that long credits should 
be abolished. 

Fire and casualty companies have op- 
erated on the deferred collection system 
until it has grown into a real practice 
and it is difficult to change it. He sug- 
gested that a resolution be passed au- 
thorizing the president to appoint a com- 
mittee of five who will be charged with 
responsibility of studying the entire 
question and report as soon as possible 
to the executive committee. 

r. Case has discussed the subject 
with a number of executives, agents, 
field men and insurance commissioners 
and he gave a number of replies that he 
had culled from the inquiries he sent out. 
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“The man who does not cooperate with his com- 
petitors in their effort to raise standards, enforce 
laws and prevent unfair practices, is ethically 
a business man who neglects to 
support the association that has been organized 
for the good of his line of business neglects a 
real duty.” 


Joseph French Johnson 


Dean, New York University School 
of Commerce Accounts and Finance 


| Believing these statements to be true, one hundred and 
| ninety -eight established local agencies maintain the 
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Hits Undermining 
Type of Company 


Gardner Sees No Profit to Agents 
or Companies in Bad 
Practices 


DESTROYS PUBLIC FAITH 


Urges Organized Locals Not to Recog- 
nize Those Who Ignore Board 
Rules and Rates 


Demoralization of the insurance busi- 
ness has been the unfailing result ever 
since the early days of insurance from 
agents representing undermining com- 
panies, Frank L. Gardner Pough- 
keepsie, N. Y., active member of the 
National of 
the law and legislation committee of the 
New York State of Local 
Agents, told the agents at the second 
convention Thursday morning 


of 


association and chairman 


Association 


session 
in the discussions on “Dual Responsi- 
bilities of Companies and Agents.” 

He defined an undermining company 
or agent according to the dictionary 
definition of the word, as one who would 
destroy others in an underhand way. 
His paper in part follows. 

“T have been interested in an agents’ 
qualification law for a good many years, 
and I am thankful to say that it looks 
though it will not be long before 
everybody interested in insurance will 
demand one. 


as 


Grounding in Insurance 
History Is Essential 


“When we get such a law, I hope that 
within a reasonable time one of the 
qualifications to taking the examination 
will be that the applicant has had a 
thorough grounding in insurance _his- 
tory, a qualification that every business 
man should have in the particular line 
of endeavor that he following, for 
those who can learn from the experi- 
ence of others are indeed fortunate. 

“It has been said that personal ex- 
perience is the only real teacher, but I 
believe that a groundwork of the his- 
tory of the insurance business would 
impress upon any man the fallacy of 
either excess commissions or cut rates. 

“Where business has been badly de- 
moralized, it has required a great deal 
of hard work to straighten out the sit- 
uation, and companies have been prone 
to blame the agents and the agents the 
companies for the trouble they were in. 

“Whether you blame the companies 
or the agents, wherever you find excess 
commissions being paid or cut rates be- 
ing offered, you find insurance in dis- 
repute, and both companies and agents 
suffer as a result. 


is 


“The insurance dollar cannot’ be 
stretched. The agent is entitled to a 
fair share of that dollar for the work 


he does but he must justify that work. 
The company is entitled to a fair profit 
after paying legitimate expenses but the 
rest of that dollar must be used for the 
paying of losses, and it is only by that 
method that fair rates can be arrived at 
for sound protection for the buyers of 
insurance. 


Would Put Cut-Rater 
in a Separate Class 


Mr. Gardner declared that if the best 
agents and the best companies would 
stand squarely for quality coverage that 
“would put the cut-rater and the ex- 
commission man right in a class 
by himself, where the general public 
with such a line drawn would find it 
easier to make a decision than at the 
present, where certainly the goats and 


cess 





“AGENTS 


the sheep are not separated. 

“Let us hope that this trouble has 
been with us long enough, that we are 
ready to accept the best advice and not 
continue to treat it in a half-hearted 
manner, allowing it to constitute a 
chronic ailment in the insurance busi- 


” 


ness. 


Hart Darlington, United States 
Norwich Union Fire, 


mana- 


ten years 


ago 
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Gratifying Results 
Are Achieved in 
Membership Drive 











Gratifying results were achieved in the 


membership campaign during the last 
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fiscal year that has just closed, than they 
had when we started four years ago. 
“The state having the largest mem- 
bership is my own state, New York, 
which has 1,174 members, and this ex- 
ceeds our quota by 50 and is the only 
state with a membership of over 1,000. 
Ten states have already reached or ex- 
ceeded their quotas for the full five-year 
period, but they are not going to ; 


stop 
work and lay down. 




















gave a mammoth bouquet of roses to be | year despite the depression and other “The state that wins th 1embers! 
set beside the president's rostrum, and | handicaps under which the membership | } ce ae ee ee 
he has followed the custom every year | committee worked, Ezr: “oer ’} cup this year is Nebraska, having an in- 
since. This year Mr. Darlington had a Roc —e Vo Sara MS. Spares Cli crease in membership of 31 percent. 
large bouquet of colorful flowers from Xochester, N Y chairman, stated in] Utah comes second, having a member- 
Los Angeles gardens. his report which, because he was un- ship percentage of 25, and Oklahoma a 
* oO able to attend the convention this year, | close third with a percentage of 24. 
A. W. Roth of Buffalo, one of the so-| was transmitted to the agents by an 
called old guard presidents of the Na- associate . Need 1,382 Members to 
tional association, was one of the early | +p, xr..- 1 - ae . i - 
ates at ts ee Auetvinn. nen ; The National association when it Reach Fifth-Year Goal 
after was ra w. Neale of Cl veland, began the five-year development plan You went out and secured 2.020 new 
another of the presidents of the older | Sept. 1, 1927, had 9,391 members; Aug. | members dropped 2,159, or a loss of 
regime. , ” ; satel ; 970% thelio er atten Preah (Me ng 
i and 1931, erage ys 12,705, the | 139, and of this number which you 
Insurance Commissioner John C. Kidd eee = sata Sd a et omen dropped, reinstated only 548, about one- 
of Indianapolis was introduced at the 3,514 members were added. quarter, which gives us on August 31, 
Wednesday morning session. He, by the lwenty-four states have reached or] 1931, a membership increase for the 
way, has been in the local business at | exceeded their quotas for the fourth] year of 409, or 5 percent. 
Brazil, Ind., eal arf” aed year, — — reg ty . Me — “To reach our quota for the fifth vear, 
it States Nave made gains, Dut did no ach e 8: > me 4 
Mrs. Fred W. Offenhauser, of Tex- the; cor = § we ) . . “ee — we need 1,382 new members Chis 
arkana, Tex., widow of the former presi- leir goal, Seventeen states iad less| fourth year you obtained 2,020 new 
dent of the National association, was members Aug. #1, 1931, than they had members, or 638 more members than 
present, was introduced by President | 5€Pt. 1, 1930, at the beginning of the} we need for our whole five-year quota, 
Goodwin and all rose out of respect to | fourth year, and seven of these 17 states | had the 2.159 dropped members been re- 
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Lake Michigan— i 
on Lake Michigan—5300 Block Sheridan Road 
. 
Chicago 
The Edgewater Beach Hotel is well known for its ex- 
° ° sfc. 
ceptional convention and conference facilities. It 
has been the choice of more than 60 insurance or- 
ganizations of which 25 have chosen it more than once. 
. . . oe 
For complete information address W. M. Dewey, Managing Director 
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Michigan Commissioner Talks 





(CONTINUED FROM PAGE 


proximately $360,000,000, and you gen- 
tlemen are representing that capital in 
this organization. In every phase of 
your association work you should keep 
before you the millions of dollars of 
value which must be preserved to the 
igents and brokers of this country, and 
you should watch well that neither 
company organization nor your own as- 
sociation does anything which will de- 
stroy these assets. 

“It is possible that even the officers 
and members of this association have 
never thought of this great capital as- 


set which vou are representing, but it 
is a fact that the agents of this coun- 
try have built up an enormous value 


represented which are 
You gentle- 


companies in 


by expirations 
owned outright by them. 
men have to watch the 





12) 

the legislation that is passed from time 
to tinie, but it is equally necessary that 
you watch the morale of your own 
forces, and every tendency that is lia- 


ble to be harmful to the agents as a 
whole in the United States must be 
attacked courageously. 
Should Eliminate All 

Chance of IIl-feeling 

“There is no need denying that in 


the past few years there have been ir- 
ritating situations arising between or- 
ganizations of companies and the Na- 
tional Association of Insurance Agents. 
While you agents have very friendly 
relations between yourselves and your 
companies, | might say those companies 
belong to. a company organization 
which will legislate on matters affect- 
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ing you, possibly adversely, without 
consulting you individually or collec- 
tively. And, on the other hand, your 
association will pass resolutions and 
take action on matters that may seem 
to be a company’s right, without con- 
sulting the companies. 

“Such a condition should be elim- 
inated, and it can be by cooperation be- 
tween your organization and the vari- 
ous organizations of your companies, if 
it is approached on a fair and reason- 
able basis You represent the premiums 
of these United States, and the com- 
pany organizations represent the money 
that is back of the contracts you issue. 
Both of you should always have in 
mind the interest of the public, -that 
furnishes you with the money necessary 
to capital and production. 


Steps Already Taken to 
Gain Cooperation 


“Since I have written this paper there 
have been steps taken by both company 
organizations and your organization to 
provide machinery whereby your differ- 
ences may be ironed out. I wish this 
new arrangement every success, and it 
will be successful if company organiza- 
tions and your association appoint men 
to represent you who will act disinter- 
estedly and unselnshly for the organiza- 
tion which appoints them, and not let 
their actions be guided by the advan- 
tage to be gained bv the individual 
companies or agencies they represent. 

“The American agency system must 
be preserved, and, as I look at it, it 
behooves both company officials and of- 
ficers of this association to protect it 
from those companies and agents who 
would destroy it for selfish profit. 

“The companies are treading on dan- 
gerous ground in ways detrimental to 
the system. When I say companies, 
you all understand that I do not mean 


all companies—in fact, I should more 
correctly say—some companies — be- 
cause they reaily are in a very small 


minority. 


Time to Join Forces 
and End Abuses 


“Some companies are writing busi- 
ness in New York and other insurance 
centers covering property all over the 
United States without regard to the 
rights of their local agents and in vio- 
lation of state laws. Such companies 
are enemies of the American agency 
system, and it is time that the agents 
of this country and the insurance com- 
missioners of the various states say to 
them that they cannot ride two horses 
at the same time, and they can take 
their own choice as to which course to 
pursue in securing their business, either 
through the agent and broker by obey- 
ing the laws of our respective states, or 
to retire to their home state. 

“The action of such companies in re- 
spect to the states which have admitted 
them is plain dishonesty, and if I am 
not mistaken, the commissioners of in- 
surance are going to enforce the laws 
of their respective states regarding such 
violations. You agents should hunt 
them down too, because they are your 
enemies and enemies of the other com- 
panies you represent which are obey- 
ing the laws of your state to the let- 
ter and are carrying out their agree- 
ment with vour association. 


Unqualified Agency 
Appointments Dangerous 


The plan of some companies in the 
appointment of unqualified and unnec- 
essary agents is most detrimental to the 
system. A company has the right to 
appoint agents without hindrance from 
your association or state insurance de- 
partments, but such right is enjoyed 
upon the principle that an agent so ap- 
pointed shall not injure the public of 
your state nor bring discredit to the 
agency force of these United States. 
I have never known ar agent who ob- 
jected to the appointment of a high 
class man as his competitor. 

“Tt is true that in most states any- 
one can become an agent without any 
effort whatever, and there is no ques- 
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ALLAN I, 


WOLFF, Chicago 


Mr. Wolff, who took a leading part 
in organizing the new Chicago associa- 
tion, headed the group discussion Thurs- 
day morning for agents in cities over 
250,000 population. 


tion but that the addition of a horde 
of incompetent and unqualified agents 
detrimental to the representative 
agents in any city or town. You gen- 
tlemen have a right to expect that com- 
panies will appoint desirable agents, but 
you know the actual truth is that some 
companies will appoint anyone who will 
accept their supplies and promise a 
volume of business. 


is 


For Qualification Laws to 
Protect Agency System 


“T am strongly in favor of qualifica- 
tion laws that will prevent such com- 
panies from injuring the public and the 
agency system, but I am not in favor 
of legislation that places supervision 
of such laws in the hands of the agents 
of this country, and I am just as 
strongly opposed to anything that would 
place such supervision in the hands of 
companies. The agents and the com 
panies have certain rights in the mat- 
ter that neither party should disregard. 
Radical legislation is detrimental and 
unenforcible. 

“Your association and the company 
organizations should agree upon some 
reasonable effective qualification law 
that will protect you both. Such a law 
can be passed in every state in the 
union providing you are united. The 
helpless public who are being imposed 
upon in every state by these unquali- 
fied agents would gladly welcome any 
united effort on the part of agents and 
companies to require an applicant to 
qualify himself before he is turned loose 
upon them. 


Non-Agency Organizations 
Termed Grave Menace 


[The American public is the great- 
est buyer of insurance in the world, and 
it is up to the agents and companies 
to hold the confidence of the people in 
insurance, and in order to do so, the 
companies and agents must see that the 
agency forces of this country are quali- 
fied, intelligent, and honest. 


“One of the grave dangers to the 
American agency system, as I see it, 
is the growing competition of non- 


agency organizations, that is, companies 
that are writing business direct for as- 
sureds wthout commission to an agent. 
From time to time I have reiterated— 
and I think there is no disputing the 
fact—that agents are entitled to a rea- 
sonable commission for the work done, 
and I believe that agents earn this com- 
mission the same as he pays his attor- 
ney fee. You are, or should be, an in- 
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surance attorney for your assured, and | 


the commission you receive should rep- 
resent that which is a reasonably fair 
price for services to an assured. 

“However, when your commissions 
are raised to a point which is unrea- 
sonable, you cannot earn that commis- 
sion by service, and your companies 
are placed in a most disadvantageous 
position in a competitive way with com- 
panies that are paying no commissions 
at all. When commissions are high on 
large premium risks, it is difficult for an 
agency company to compete with a non- 
agency organization and the self-in- 
suror, because there is no magic about 
underwriting and it is not confined to 
agency organizations. 


High Commissions on 
Large Risks Deprecated 


“If a rate is established that carries 
a loading for high commissions, a non- 
agency organization, with reasonably 
good underwriting, can make a hand- 
some profit in the writing of that risk, 
and a self-insuror might show a sub- 


stantial saving. The National associa- 
tion should bear in mind this very im- 
portant factor that may tend to the 


destruction of the system you represent. 
“There are many agents, to be sure, 
who have only one idea in mind, and 
that is, the highest commission attain- 
able. Such agents are not looking to 
the future of the American agency sys- 
tem or of the insurance business as a 
whole, as they are representing com- 
panies which will be the first to fail. 
The high cost of acquisition means 
underwriting loss. Failures of compa- 
nies in an agency destroy the confi- 
dence of the clients of that agency, and 
he will lose far more than the extra 
commissions he has received. 


Unable to Understand Law 
Breaking in Other States 


“Throughout the United States, I be- 
lieve agents and brokers are loyal to 
their respective state laws, because they 
believe in them and not because they 
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EUGENE BATTLES 


President California Association 


Mr. Battles extended a hearty greet- 
ing to the national convention from his 
organization and the Los Angeles In- 
surance Exchange. He was general 
convention chairman and chairman ex- 
ecutive committee of the Los Angeles 
committees in charge of arrangements. 


fear revocation of their license by the 


state authorities. For the life of me, 
I cannot understand the attitude of 
many agents and brokers who live up 


to the laws of their own state relig- 
iously but without a single qualm of 
conscience will break the laws of my 
state and every other state in the plac- 
ing of business when they know they 
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are hurting the insurance business as 
a whole and are doing an injustice to 
fellow agents in those states. 

“An agent or broker who has busi- 
ness to place in my state and other 
states, should have the same loyalty to 
the laws of those states as he holds 
for those of his own. He should know 
the forms and rates filed by companies 
in those states, and should not attempt 
to have the companies become law vio- 
lators. 

“There are many agents and brokers 
coming under this class who are looked 
upon as being among the best agents 
and brokers in the country. Such agent 
or broker is a Doctor Jekyll and Mister 
Hyde—an honest square agent in his 
own state and a plain crook outside. 
Unfortunately for the American agency 
system, many of these agents and brok- 
ers have large lines to place and can 
use influence, if they are so inclined, 
with the company so that favors will 
be granted to them which will not be 
granted to the great body of honest, 
fair-dealing square agents and brokers 
of the United States. 





Agency System Suffers 
Because of Such Methods 


“It is plain to me that such agents 
and brokers are undermining the Amer- 
ican agency system and are doing some- 
thing in the way of rate or form viola- 
tion unfair to agents in the state where 
he places the business. To my mind, 
such agents and brokers are one of the 
worst enemies of the American agency 
system, and it behooves every loyal 
agent and broker, to mark well this 
tendency. 

“The theme of this convention is ‘In- 
surance Organizations and Their Pub- 
lic Service, and I commend you upon 
the choice of it. No insurance organ- 
ization can justify its existence without 
first having the public interest in mind. 
I think in the history of insurance or- 
ganizations they have kept the public in 
mind generally. 

“In your meetings 


and conferences 





“Jekyl-Hyde” Charge Is 
Hurled by Livingston 





Commissioner Livingston of 
Michigan brought his fine paper 
on “Companies, Agents and Or- 
ganizations” to a dramatic close 
when he termed as “Dr. Jekyls 
and Mr. Hydes” those agents or 
brokers who observe all their own 
state laws religiously yet violate 
laws of other states without a 
qualm of conscience, even though 
they must know they are hurting 
the insurance business as a whole 
and doing an injustice to fellow 
agents in the other states. 

“Such an agent or broker is an 
honest, square agent in his own 
state and a plain crook outside,” 
the commissioner said. He made 
it plain he was not referring to 
the ‘“‘mine-run” of agents and 
brokers but particularly to those 
influential ones commanding large 
premiums who can obtain favors 
from companies which are not 
generally granted. 


with company organizations every poimt 
of discussion should be approached from 
an angle of public interest and public 
good, and so long as you will follow 
that course, your deliberations and ac- 
tions will be successful, and the life 
of the National Association of Insur- 
ance Agents will be worthwhile.” 


J.D. Saint of Baton Rouge, La 
ger of the Insurance 
who is also a member of the insurance 
board of his state having control of in- 
surance represented the Louisiana 
department at the Portland 

the National Convention of 
Commissioners 


» Mana 


Louisiana Society, 


rates, 
Insurance 
meeting of 
Insurance 
to Los Angeles to 
the National 
Agents 


and then went 
attend the 
Association of 


meeting of 


Insurance 

















APPLETON & COX, Inc., ATTORNEY 


8 SOUTH WILLIAM STREET 
NEW YORK 


MARINE AND INLAND INSURANCE 


REPRESENTING 


United States Merchants & Shippers Insurance Co. 
Indemnity Mutual Marine Assurance Company, Ltd. 
Royal Exchange Assurance 

Tokio Marine and Fire Insurance Company, Ltd. 
United States Fire Insurance Company 

Western Assurance Company 


Fire Association of Philadelphia 
Milwaukee Mechanics’ Insurance Company 
North River Insurance Company 
Agricultural Insurance Company 
Westchester Fire Insurance Company 
Seaboard Fire and Marine Insurance Co. 


AGGREGATE ADMITTED ASSETS OVER $177,000,000 


BRANCH OFFICES AND GENERAL AGENTS 


Atlanta, Georgia, 
Appleton & Cox, Inc., 
10 Pryor Street. 


Chicago, Illinois, 
Appleton & Cox, Inc., 
Insurance Exchange Building. 


Boston, Massachusetts, 
Appleton & Cox, Inc. 
141 Milk Street. 


Dallas, Texas, 
Frank Rimmer, General Agent, 
Kirby Building. 


New Orleans, Louisiana, 


Geo. S. Kausler, Ltd., General Agents, 


Hibernia Bank Bldg. 
San Francisco, California, 


Pacific Marine Insurance Agency, Inc. 


114 Sansome Street. 


LOSSES SETTLED PROMPTLY IN ALL PRINCIPAL CITIES OF THE WORLD 
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/ Nble management by sea- 


soned insurance executives 
has enabled the Millers Na- 
tional to successfully weather 
all storms of adversity for the 
past 66 years. 


Today the financial strength 
of this company, which stands 
high among insurance compa- 
nies, is unquestioned. 


MILLERS NATIONAL 
INSURANCE COMPANY 


JOS. LECOMPTE, 


F. S. DANFORTH 


Secretary 


A. A. KRUEGER, 
Asst. Secretary 


R. S. DANFORTH, 
Assistant Secretary 


175 West Jackson Boulevard 


Chicago 





NORTHWESTERN 











tire & Marine Insurance Company 


HERE are a number of rea- 


sons why the Northwestern is 


a popular company with its agents, 
but perhaps the strongest reason 
of all is that Northwestern service 
helps an agent to be’ popular in 
his own community. 


If you would like to 
represent the North- 
western, there may 
be an opportunity. 
Write to 


JOHN H. GRIFFIN, President 
MINNEAPOLIS, MINNESOTA 














Cole Reports a Lower Bud¢get for 1932 








Despite the fact that the administra- 
tion has carried on a substantially in- 
creased volume of work under a moder- 
ately increased budget, Edwin J. Cole, 
Fall River, Mass., chairman of the 
finance committee reported, the budget 
for the ensuing year calls for only $93,- 
485, or $5,000 less than in the fiscal year 
just closed. 

“Whatever advancement the National 
association has made in recent years 
and whatever prestige and influence it 
may command today, of necessity is 
predicated upon a sound financial basis,” 
he said. 

He commented that only through the 
most careful administration of funds 
and close attention to collection of bills 
receivable was the association able to 
close the year without drawing on sur- 
plus. 

For two years, Mr. Cole reported, the 
National association has been able to 
operate on an allocation certified to 
state associations based on a charge of 
60 cents per month per member carried 
on the rolls of the National association 
during the preceding fiscal year. “It is 
the hope and expectation of the finance 
committee that we may be able to con- 
tinue for the succeeding year on the 
same basis without any increase,” he 
said. 

Mr. Cole in presenting the proposed 
budget said the committee was able to 
set it so low only by anticipating the 
most rigid economy in necessary operat- 
ing costs. He anticipated that the ex- 





| 


ecutive committee would withdraw from 
surplus sufficient to reduce this so the 
payment by states of 60 cents per mem- 
ber per month would equal the total re- 
quired for operating expenses for the 
new year. : 

“The financial difficulties in which a 
few of the state associations have found 
themselves,” Mr. Cole recommended, 
“has led us to suggest to the executive 
committee the importance of giving at- 
tention to recommending constitutional 
provisions in the respective states that 
would immediately solve the question of 
delinquencies to the National association 
heretofore existing. It is already pro- 
vided in the constitutions of two of our 
state association units substantially as 
follows: Out of each member’s dues as 
received, the secretary shall at once allot 
to a fund to be known as the National 
Association Fund, a sum equal to ($9 
in one state, $7.20 in another). This 
fund shall not be used for any other pur- 
pose except for the payment of the Na- 
tional association allocation for the suc- 
ceding year; provided that if any money 
remains in this fund after the succeeding 
year’s allocation shall have been paid, 
the balance so remaining may then be 
transferred to the general fund. 

“Your finance committee believes that 
the incorporation of such a provision in 
the constitution of the respective state 
associations will solve the problem that 
has confronted some state associations 
with reference to the payment of these 
National association allocations.” 








Thursday 
Full of Interest 
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Session 


and place Dallas on a higher standard. 

He presented a set of resolutions 
which had been engrossed to President 
Goodwin, Clyde B. Smith, Executive 
Chairman Calhoun and Secretary Ben- 
nett. At the morning session, F, L. 
Gardner of Poughkeepsie, New York, 
scored agents representing undermining 
companies. C. B. White, of Seattle, 
president Seattle Insurance Exchange, 
gave a talk on branch offices, claiming 
that they are undermining the agency 
system. 

J. W. Rose, of Buffalo, in his talk 
on reciprocity announced that the vari- 
ous Statler hotels, the Hotel Buffalo 
and the Pennsylvania Hotel in New 
York City and the miscellaneous build- 
ings owned by them had come out pub- 


licly in favor of stock insurance and the 


local agency system. 

At the afternoon session, J. B. Hillers, 
president Nebraska association, spoke 
on overhead writing and A. L. Jenkins 
of Richmond, Ind., gave some thoughts 
on meeting reciprocal competition. H. R. 
Manchester, of Cleveland, chairman of 
the special committee on the Interstate 
Underwriters Board, gave some per- 
sonal observations after his investigation 
of the organization, stating that no con- 
ference had been held with I. U. B. 
officials but a large mass of data had 
been accumulated. J. R. Dumont, man- 
ager of the I. U. B., was present at the 
convention. 

J. K. Pratt, of Eugene, Ore., presi- 
dent Oregon agents insurance union, 
said that there were more bank agents 
in that state than any other. He de- 
plored the practice of appointing such 
agents. William Murdoch, secretary 
Oklahoma state insurance board, told 
what is being done in his state to de- 
velop and encourage legitimate agents. 

Albert Dodge, of Buffalo, in a talk 
declared that the business is overburd- 
ened by bureaus and conferences, many 
of which overlap. He said there is en- 
tirely too much red tape and there is not 
enough elasticity. H. B. Nelson, of 
Jersey City, president New Jersey as- 
sociation, urged organized agents to rep- 
resent companies that support their own 





Applaud Thomas 
of National Union 
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from the resolutions committee, and it 
was unanimously supported. 

As President Thomas was invited to 
the rostrum the entire assemblage arose 
and there was thunderous applause in 
all directions. He was received on the 
rostrum by President Goodwin, Secre- 
tary Bennett and Executive Chairman 
Calhoun, He stated that he faced the 
audience with a sense of humility be- 
cause he appreciated the responsibility 
upon him. 

He declared that he was an organiza- 
tion man through and through. He 
stated that when he was approached by 
the National Union directors he said 
to them if they desired to pursue the 
policy they had in the past they would 
be wasting time in talking to him. The 
directors informed him that they would 
be in sympathy with his policy. 

He said that he could not bring about 
all reforms immediately. He has a 
financial responsibility to his stockhold- 
ers. Ultimately he said that the house 
would be cleaned and the agents would 
find little if anything to criticize. 

He asserted there are two ways for 
companies to operate. The first is to 
deal with agents and the sceond is to do 
a direct business. The National Union 
he said, is an agency company and it in- 
tends to adhere to the principles of the 
organized agents. He said that he and 
his associates believe in the agency sys- 
tem and will support it to the very end. 

He said that he felt that if the Na- 
tional Union made a fair, square ap- 
proach to the agency fraternity the 
agents in turn would accord it liberal 
treatment. 

This is the first instance where a com- 
pany has been excommunicated by the 
National association and then received 
back into fellowship with the president 
at hand pledging his future allegiance. 








organizations and contribute to the pub- 
lic welfare. He commended those com- 
panies whose views are consonant with 
these of the organized agents. He said 
that companies should seek quality busi- 
ness through quality agents. 
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Popular Note Is 
Struck by Kurth 
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not omit, or neglect, or curtail those 
intimate and important facilities and 
services which only an agent can render 
then there is no reason for the spread 
of this type of office. And I’m satisfied 
it won’t spread. 

“On the other hand, if, when and 
where the contrary is true and the posi- 
tion and activities of the agents are di- 
verted and circumscribed to the limita- 
tions of a broker then perforce the re- 
suting deficiency must be supplied 
through the only other available chan- 
nel. I reiterate they are not a serious 
problem as I’m convinced the English 
system will make no appreciable pro- 
gress here especially while your organi- 
zation continues alert to the situation. 


Old Qualification Law 
Is an Innocuous Affair 


“Years ago committees representing 
the organized agents and the companies 
agreed upon a form of qualification law 
whch would not be opposed by the com- 
panies. It was an innocuous affair, and 
practically valueless for the purpose in- 
tended to be served, still it was a start- 
ing point. A great deal of water has 
gone over the dam since then and while 
the winter headgear of the Michigan 
Upper Peninsular agent isn’t suitable 
for his South Texas brother, neverthe- 
less they both wear hats, and when the 
proposed law which will be jointly 
drafted by those concerned is completed 
only minor modifications necessitated by 
local conditions will be needed to make 
it applicable everywhere, Enlightened 
company opinion has undergone a pro- 
nounced change in regard to such laws. 

“Ten years ago, when I was privileged 
to address you at Cincinnati, I had quite 
a lot to say about confining your rela- 


tion to companies known to be, for 
want of a better term, orthodox. As 
was the case then the heterodox are 





AGENTS CONV ENTION NUMBER 








comparatively few in number and easily 
identified. I am not referring to mu- 
tuals, reciprocals or that stripe by what- 
ever name known for I take it for 
granted that no serious minded company 
official or legitimate agent would traffick 
with them under any conditions or cir- 
cumstances. 


Agents Are Cheated by 
Reinsurance Arrangement 


“TI refer to those stock companies, or- 
ganization members and usually ortho- 
dox, which interchange reinsurance with 
other stock companies at rates or under 
policy conditions not available to their 
own agents, and thereby create, or at 
least emphasize those unhealthy condi- 
tions which have so seriously threat- 
ened our business. The unwisdom, in- 
deed the danger, of such action is so 
obvious that it would seem unnecessary 
to refer to it. 

“What, however, is the proper atti- 
tude toward the same company in terri- 
tory where its membership in local or- 
ganizations determines its actions? This 
isn’t a theory, but an actual condition 
from personal experience and observa- 
tion in our own organization. It is a 
locality problem and difficult to solve. 
We can all experience a degree of sym- 
pathy with the feeling, often expressed, 
that it is better to have companies regu- 
lar in at least part of the territory in 
which they operate rather than outlaw 
in the whole field. I don’t agree, for 
I’m convinced that we've reached the 
point in our history when companies 
must be wholly organization throughout 
our whole country, or wholly outside. 


Single Agency Question 
Now Looming Up Again 


“T believe we again have with us the 
single agency question. ‘The lustre of 
this ideal condition became sort of tar- 
nished during those golden years in 
which companies and agents were doing 
a banking business, but with the return 
to sanity and the insurance business it 
again presents itself for consideration. 
Local boards have made splendid pro- 














WILFRED KURTH 
President Home of New York Group 


Mr. Kurth, who heads one of the 
greatest American fire and casualty 
fleets and who is a past president of 
the National Board, gave a thought-pro- 
voking address on “Measuring Our Re- 
sponsibilities.” 





gress in this direction, but in the main 
the multiple agency evil has fattened 
upon the support of certain of the heter- 
odox companies until at points it has 
become a stench in the nostrils of nor- 
mal humans. It is almost unbelievable 
the number of agents certain companies 
have in this fair city, for instance. 
“On the other hand, it is reassuring 
to know such companies are not on the 
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approved list of your association. Noth- 
ing can change the practice of such com- 
panies except complete repentance and 
reform, which isn’t nearly so far away 
as some fear. As for the regular com- 
panies, my idea is that if we can get 
together on a platform such as was built 
to arrest the bank agency evil, i that 
we pledge each other that there will be 
no further extension of multiple agencies, 
and then further reconsider and modify, 
as fair opportunities occur, existing rules 
where more than one is permitted, we 
shall have, I believe, met present possi- 
bilities, and certainly prevented further 
growth. 
Side Line Agitation Is 

Very Largely Abortive 


“I suppose everyone in our business, 
especially in the production end, is 
gravely concerned as to methods of in- 
creasing income, or possibly to stop the 
decrease, and in times past we have been 
urged to develop side lines, so-called, 
until the word is anathema to most of 
us—it certainly is to me, for we've found 
that in at least one of these side lines the 
premiums haven’t thus far equalled the 
cost of printing the supplies. And yet 
the property owner should have the pro- 
tection, although I imagine his expe- 
rience is generally no different from my 
own. 

“The modest homestead of mine is 
covered fairly completely, but I recall 
the constant irritation caused by notices 
of expiration of this or that kind of 
insurance until in exasperation I’m in- 
clined to discontinue all. Nevertheless, 
that is not the solution. In my opinion 
it lies in the direction of giving an owner 
complete property protection — fire, 
windstorm, quake, water damage, burg- 
lary, etc., as well as for all third party 
loss (liability, etc.) in one contract. In 
other words, a man’s house, its contents 
and the liabilities he has assumed as 
owner could then be covered in a single 
contract against all insurable hazards. 

“This sounds formidable, but as a mat- 
ter of fact the policy could well be less 
cumbersome and complex than any sin- 
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E extend sincere felicitations to the Agents, the men who make splendid 

insurance companies possible, and successes inevitable. 
been Agents’ Conventions sixty-three years ago, the Standard would have 
extended the same greetings. 


To build successful agencies and to give those agencies unstinted support is and 
always has been one of the main planks in our platform of insurance co-operation. 
We reserve the right to serve our agents cheerfully and whole-heartedly at all times. 


And had there 
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Welcome 
N. A. 1A. 


\/E join with other California 
insurance organizations in 
welcoming you to this great 
state for your annual conven- 
tion. 


The Pacific States Life is proud 
of its fine Home Office located 
in Hollywood and extends a 
cordial invitation to all agents 
to visit this modern building and 
become acquainted with the 
Home Office personnel. 


gual! 














Pacific States Life Building 
Hollywood, California 


Incidentally you will find a splendid 
opportunity to build up your pre- 
mium income with a liberal Pacific 
States Life contract covering life, 
health and accident insurance. Full 
particulars will gladly be furnished 
on request to the agency department. 


ACIFIC STATES LIF 
INSURANCE COMPANY 


Hollywood, California 
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AJAX UNDERWRITERS DEPARTMENT 


Capital $1,500,000 


Home Office - Newark, N. J. 


Pacific Coast Department 


Cart N. Corwin, Manager 
Street 
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gle one of the many now needed for the 
combined protection. The advantages 
of such a contract are numerous and 
obvious. First, the premium, while com- 
paratively large, could be substantially 
less than the aggregate of the charges 
for the individual covers, as a conse- 
quence of which it would justify wider 
and more intense cultivation on the part 
of agents; again the overhead or im- 
perial charge on the business would be 
greatly lessened which in itself would 
effect an important saving for the pol- 
icvholder. 


Can Be Done if Unite 
on Legislative Program 


“No one realizes better than I do that 
this is a difficult purpose to accomplish, 
but it can be done, and will be just as 
soon as agents and companies unite to 
convince legislatures that it should be 
done. 

“All of us have been heartened by the 
organization of the (Fire) Insurance Ex- 
ecutives Association. 

“As you know, its purpose is to join 
together in countrywide cooperation 
those company operating executives who 
believe in maintaining our business upon 
a high plane and who believe also that 
the ethics must be observed if they are 
to continue to live up to their obliga- 
tions to the business and to their 
ciates therein. It was high time 
an organization was formed, for you, 
quite as well as we, realize that sus- 
picion and hostility coupled with threats 
and reprisals had so permeated the 
whole insurance structure that there was 
serious, very serious, danger that the 
whole edifice might be toppled over with 
resulting chaotic conditions. These 
would take years to overcome and mil- 
lions of dollars to repair, and this na- 
turally brings us to the joint conference 
committee of company officials and or- 
ganized agents. 


asso- 
such 


Executives Association Has 
Long Been Needed 


“Like all great accomplishments this 
took time, endless patience and con- 
tinued effort, also at least one abortive 
attempt. Nor was it possible for it to 
accomplish its greatest good until the 
Executives Association was formed. For 
it is this combination which bridges the 
gap that has heretofore existed, in fact 
if not in theory, between executives and 
agents, and is an instrumentality which 
long has been needed. There is no sin- 
gle problem which can not be solved, 
no difficulty which can not be overcome, 
not an irritation that can not be allayed 
through this joint committee of the two 
organizations. Nor have I the slightest 
doubt but what the results will measure 
up to our greatest anticipations and our 
noblest aspirations. 

“Further, the same lofty purposes and 
high ideals which now dominate the 
giants in our joint ranks, must inevitably 
also dominate the organizations them- 
selves for the organization must repre- 
sent and be representative of not the 
weakest member, nor those riding ona 
free ticket, nor those whose interest is 
purely selfish, but those who have the 
real interest of this business at heart, 
who have hitched their chariot to a star 


and who have the integrity, unselfish- 
ness and foresight which is so necessary 
just now.” 


Elaborate Entertainment 
Provided at Los Angeles 


The Los Angeles Insurance Exchange 
provided plenty of entertainment for the 
guests. The annual get-together dinner 
was held Tuesday evening. Wednesday 
morning there was a breakfast and style 
show for the women at Bullock’s Wil- 
shire department store. The grand ball 
took place Wednesday evening. The 
ladies were taken Thursday for a lunch- 
eon at Montmarte cafe in Hollywood 
and in the afternoon attended a theatre 
party at Grauman’s Chinese in Holly- 
wood, a comedy picture, “Merely Mary 
Ann,” being the attraction. In the even- 
ing all were invited to the Los Angeles 
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‘Toastmaster 














ERNEST PALMER 
Manager Chicago 


General Board 


Mr. Palmer’s piercing wit and droll 
anecdotes, already well known through- 
out the country, set a new high market 
at the banquet, at which Mr. Palmer was 
toastmaster. 


Buck Secien Is Prevalent 
Says Drew, Cites Examples 





(CONTINUED FROM PAGE 12) 
commissioners will take a more rigor 
ous attitude as to acquisition cost, at- 
tempting to regulate it by state edicts. 
“Somebody,” Mr. Drew commented, 
“will get bumped and it will probably 
be the local agent.” 

The branch office system is threat- 
ening, Mr. Drew said; it is being has- 
tened by the tendency of agents to as- 
sume the brokers’ attitude at the ex- 
pense of company loyalty. 

“I hopefully look for increasing loy- 
alty to companies among those conse- 
crated to the principles of the Ameri- 
can agency system,” he declared. “It 
has slowly been slipping away.” 

Mr. Drew asserted that many gen- 
eral agencies are not permitted to ex- 
ercise underwriting judgment as_ they 
should. “The general agency is thereby 
made a mere way-station with that 
type of head office, a middle-man who 
presents the anomaly of being on the 
hot end of the buck passing from his 
agents and slighted in this respect by 
some of his bosses.” 


Inconsistency Is Mentioned 


Mr. Drew mentioned the inconsis- 
tency of companies practicing separa- 
tion in the field and then nullifying that 
objective “through underground rein 
surance arrangements.” 

He said that excess commission pay- 
ing companies are also cutting rates 
and they are heading for the toboggan. 


Mr. Drew feared that the »ublic is 
becoming suspicious of fire insurance 
again. It is becoming public knowledge 


that rate violations are 
“There's hard 


being made. 
sledding ahead,” Mr. 
Drew declared, “unless the dominant 
leadership in fire underwriting lifts the 
business out of the ruck of public dis- 
trust into which it is rapidly being 
plunged by its own people.” 


theatre to see the new picture, “Mother's 
Millions.” 

Friday there was a sightseeing trip 
leading through Hollywood, Beverley 
Hills and Santa Monica to the beach. 
In the evening there was a_ barbecue 
dinner at the Uplifter’s Club in the 
Santa Monica canyon. 
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KANSAS CITY—LEADING LOCAL AGENTS 





GREETINGS to the 
National Association of Insurance Agents 


R. B. JONES & SONS, Inc. 


Since 1889 
INSURANCE 


Federal Reserve Bank Building 
KANSAS CITY, MO. 


. . : Chicago Office 
Managers of the Kansas City Fire and Marine Ins. Co. Insurance Exchange 





KANSAS CITY 


The progressive agents whose names appear here, 
located in Kansas City, “The Heart of America,” take 
this opportunity of affirming their allegiance to the 
National Association of Insurance Agents. All these 
agents believe in and uphold the high comma 1. 
ethics and principles of the N. A. I. A. 
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Insurance Agency, Inc. Bros 
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Unwieldy Bureaus Are 
_Made Target by Dodge 


Albert Dodge of Buffalo, na- 
tional councillor for New York, 
put his finger on a matter of first 
magnitude in a discussion Thurs- 
day when he said insurance is 
overburdened by bureaus. One of 
the most constructive pieces of 
work companies could do with the 
assistance of agents would be con- 
solidation or elimination of a great 
number of bureaus, he said, for 
|| many of them have been unsuc- 
cessful, expensive and impose un- 
wieldy machinery on agents. 











New Agent Head 
(CONTINUED FROM PAGE 7) 


establishment of the new fire companies’ 
Executives Association and he predicts 
much benefit will come from it, especi- 
ally in its conference arrangments with 
the agency association. 

Mr.- Kurth stated that the time had 
come to make a company an organiza- 
tion office all over the country or let it 
be wholly outside. James A. Beha, gen- 
eral manager of the National Bureau of 
Casualty & Surety Underwriters, told of 
the rate-making functions of the bureau, 
declaring there is no margin in the 
premium dollar for cut rates or excess 
commission. If either practice follows 
it means that somebody is being dealt 
with unjustly. A company thus offers a 
bribe to an agent. 

Mr. Beha stated that the function of 
an agent is not a rate-maker. He asked 
the agency association to appoint a com- 
mittee to deal with the casualty com- 
panies on the question of compensation 
insurance in the hope of arriving at a 
satisfactory acquisition cost schedule. 

Following Mr. Beha, James L. Case, 
of Norwich, Conn., conducted a sym- 
posium on the’ cancellation of policies 
for non-payment of premiums. 

Mr. Case called on Ernest Palmer, 
Chicago Board manager, to speak on 
this subject. Mr. Palmer said that Chi- 
cago agents find themselves in competi- 
tion with other agents on collections 
because some agents have more money 
than others and use it in extending 
credit over a long period. He said it is 
impossible to get the cooperation of all 
agents because some desire to handle 
the subject directly and without any 
regulation. 

Mr. Palmer declared that before any 
action can be taken it will be necessary 
to get remedial legislation so that a can- 
cellation clause can be put in the con- 





tract. C. L. Gandy, Birmingham, de- 
clared that the present credit system is 
deplorable. He said that in his section 
much of the time of field men is taken 
in closing out the failed agencies and 
collecting accounts due. Then he de- 
clared that this is attributed to unlimited 
credit extension. 

It would create more public respect 
for the business if there were a cash sys- 
tem installed. Clyde B. Smith, Lansing, 
Mich., said that the credit conditions 
were the same everywhere. Walker 
Taylor, Wilmington, N. C., who has 
been 25 years in insurance, declared that 
the insurance agents constitute the back- 
bone of a community. Business could 
not continue without their product, but 
yet they seem anxious to extend credit 
beyond all reasonable length. Colonel 
Taylor said that an agent can’t pay his 
balances if he does not collect his pre- 
mium., 

At the conclusion of the discussion, 
on motion of Mr. Case the president 
was authorized to appoint a committee 
of five and report as soon as possible 
to the executive committee. 

The afternoon was given to group 
luncheon conferences on agency man- 
agement and developing business in 
times of depression. J. A. Giberson of 
Alton, Ill, was chairman of one group; 
C. L. Gandy, Birmingham, of another, 
and Albert Dodge of New York of the 
third. 

Lieut-Gov. Frank Merriam was pre- 
sented at the get-together dinner by 
Toastmaster Ernest Palmer. The state 
official extended a welcome. Eugene 
3attles of Los Angeles, president Cali- 
fornia association, also extended greet- 
ings. W. B. Calhoun, Milwaukee, re- 
spounded. The seven past-presidents who 
were there were introduced by National 
President Goodwin. H. J. Phielen of 
Sacramento presented President Good- 
win on behalf of the California agents a 
silver-mounted saddle for his riding 
horse. Cyrus K. Drew, editor of the 
“Western Underwriter,” Commissioner 
H: P. Dunham of Connecticut and Sec- 
retary W. H. Bennett then spoke. 

J. W. Rose, of Buffalo, spoke Thurs- 
day morning on reciprocity in business. 
He interpreted reciprocity as meaning 
“The patronizing of those who patron- 
ize us; supporting the principles of those 
who support the principles for which 
we stand; loyalty to those who are loyal 
to us.” 

He drew the distinction between rec- 
iprocity in business and boycott. Rec- 
iprocity does not mean the developing 
of selfishness or trading only with those 
who patronize us individually. He urged 
agents to patronize a concern which 
gives support to the kinds of insurance 
the agents sell. 

Mr. Rose held that it is inconsistent 
for an ofhce to represent both stock 
and mutual companies. It is also in- 
consistent to represent both standard 
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The National Association of Insur- 
ance Agents in closing the administra- 
tion headed by President Percy H. 
Goodwin of San Diego, Cal., recorded 
a year of remarkable achievements and 
constructive work. Mr. Goodwin has a 
remarkable background and is a man of 
great prominence in this section. He 
is connected with a number of financial 
institutions and possesses something of 
a fortune personally. He brought to 
the office therefor not only a resource- 
ful mind, a fine knowledge of insurance, 
a pleasing personality but in addition 
sympathy, patience, tolerance and good 
judgment. He had nothing to ask for 
himself. All regard him as square and 
fair, conscientious in every movement he 
makes. As chairman of the National 
executive committee he demonstrated 
remarkable influence and power, and 
therefore he gathered momentum which 
got results during the past year. He 
has a number of achievements to re- 
cord. On no previous occasion has so 
much been said in favor of a retiring 
president. He stood as one of the gi- 
gantic trees of California in-a great for- 
est. On every hand he received encon- 
1ums. He closes the year with the satis- 
faction of having performed an extraor- 
dinary piece of work. 

There were two features on the pro- 
gram that gave evidence of what he 
had done. The first was the restora- 
tion of the National Union to the co- 
operating list and the presence of its 
president John M. Thomas, to pledge 
fealty to the agency movement. The 
next was the paper of Orra E. Mon- 
nette, Los Angeles banker, associated 
with the so-called Bank of Italy organ- 
ization, which had entered the insur- 
ance business through the various 
branch banks and which decided later 
to withdraw from that field. 

At Thursday afternoon’s — session 
President Goodwin commented on the 
Hoover Dam controversy where the 
contract bond was written without the 
payment of commissions to any agent. 








and cut-rate companies. He declared 
that a stock company which lends its 
franchise and reinsurance facilities to 
concerns that would destroy the agency 
system does not deserve the patronage 
of local agents. He insisted that it is a 
moral obligation of the members of a 
state association to support those comes 
panies in every line of business that 
abide by the principles expounded by 
the National association. He called at- 
tention to the policy of insurance of one 
big concern, which is, “We buy stock 
insurance because we are a stock com- 
pany ourselves.” 





He said that undoubtedly in the be- 
ginning there was considerable mis- 
understanding among the companies 
that were cosureties. He acknowledged 
that there had been inconsistencies in 
the agency ranks. He said that some 
companies declared that they had re- 
ceived no criticism from their own 
agents, some surety officials claimed 
that the agents had rendered no servy- 
ice whatever and were not entitled to 
compensation, 


Goodwin Believes 
Principle at Stake 


President Goodwin held that a prin- 
ciple was at stake although some of 
the companies denied that. He con- 
tended that the acquisition cost loading 
had been constructed to allow 5 percent 
commission and then it was diverted so 
that in agreement with the contractors 
no commission would be paid. He said 
that the companies that are agency com- 
panies should not receive direct busi- 
ness unless a commission is paid to 
some one. Some of the companies, he 
declared, have paid the 5 percent to 
agents in the territory. The United 
States Casualty sent its check of over 
$800 to the California Association of 
Insurance Agents as it has no surety 
agents in this territory. Mr. Goodwin 
read a letter from President West of 
the Glens Falls Indemnity stating that 
he felt that a great mistake is being 
made in agitating the Hoover Dam 
controversy. He said that if the Glens 
Falls Indemnity could be shown a right- 
ful agent who had rendered service.and 
was entitled to commission he would 
be paid instantly otherwise the com- 
pany did not feel that it should be called 
upon to pay a commission. 

Mr. Goodwin declared that the com- 
panies that paid a commission are en- 
titled to the support of the agents. He 
said that he did not believe that an- 
other similar case would arise. The 
Surety Association has authorized a con- 
ference committee to deal with the 
agency association. He predicted that 
there would be a better understanding 
in the future and there would be a me- 
dium where controversies could be dis- 
cussed. He expressed the opinion that 
if all the companies would pay the 5 
percent commission to agents entitled 
to receive it there would be a much 
better feeling. He declared that there 
had been agents who has rendered con- 
siderable service to contractors on this 
piece of business. 


Joseph Bobba, Oakland, Cal., per- 
formed with his accordian on many oc- 
casions to the great delight of his 
hearers. He accompanied himself in a 
number of songs. 
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possessing complete facilities for the rendering of exceptional service to insurance agents located in the Lone 
Star State, are sincere believers in the principles and practices advocated by the National Association of Insur- 
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Goodwin Sings Swan Song 








(CONTINUED FROM PAGE 9) 


that the loss ratio may begin an imme- 
diate trend downward. 

“The late fall brought consummation 
of years of work on the part of the Na- 
tional association. The former Bank of 
Italy, with its hundreds of branch banks 
on the west coast, each with an insur- 
ance agency attached for the purpose of 
securing the insurance of its borrowers, 
changed its name to the Bank of Amer- 
ica National Trust & Savings Associa- 
tion and simultaneously eliminated its 
member banks from competition in in- 
surance. 

“Similar action was taken by the Wis- 
consin Bank Shares Corporation, the 
largest financial institution in the state 
of Wisconsin, and by the First Security 
Corporation, a big Utah banking chain. 
Other banks are following suit. When 
the very branch banking system which 
catapulted the National Association into 
its bank agency fight and inspired the 
famous Richmond Declaration of eleven 
years ago leads the way in the opposite 
direction, we may well take heart. 


Hoover Dam Matter 
Was Serious Problem 


“Running true to precedent, the mid- 
year meeting at Nashville in March 
found your officers facing one of the 
most serious developments in insurance 
history—the writing of the contract 
bond on the Hoover dam, the greatest 
governmental construction enterprise 
ever undertaken, with the single excep- 
tion of the Panama canal. 

“When the Towner Rating Bureau 
rate on the job was promulgated, the 
customary commission figure was cut to 
5 percent. 

“It was discovered that the small com- 
mission allowance in the rate as promul- 
gated had been diverted to ‘engineering 
expense. Here we had the most flag- 
rant and gigantic piece of overhead 
writing ever encountered. The reasons 
given were particularly puerile. There 
was a chauvinistic appeal to agents to 
donate their just commissions to the 
cause of the government. There were 
assertions that the rate had been cut to 
the bone and therefore could not con- 
template any commission, although later 
events proved that the cut in the rate 
was measured by the commission saved. 

“Your president proceeded to New 
York immediately after the Nashville 
meeting, and succeeded in having the 
case reopened. It became a battledore 
and shuttlecock proposition. Eastern 
executives passed it to their Pacific 
Coast managers, who just as promptly 
returned it. 

“Some of the 23 companies which are 
on the bond stated from the beginning 





that they would pay a commission to 
their interested agents. Some of them 
have paid and others are arranging to 
pay. Others said they would pay if the 
others did. The third class stood ada- 
mant on the position that no commission 
would be paid. 

“Whether or not all companies finally 
pay the commission is yet to be deter- 
mined. In any event, your officers be- 
lieve that the opening up of the question 
cannot fail to have been a power for 
good. They are convinced that it has 
given the surety companies a new con- 
ception of the strength of the National 
association and the justice of its cause. 
They believe that in future, no such job, 
governmental or independent, will be 
bonded without proper commission paid 
to agents. 


Business Reciprocity 
Given Great Impetus 


“After many years of desultory talk 
about the sound principle of reciprocity 
in business, the past year has witnessed 
the first definite movement in that direc- 
tion. While members of the National 
association had agreed that as a matter 
of ethics as well as business policy one 
should patronize those who patronize 
him, and should buy for office and fam- 
ily use products which are protected by 
the sort of insurance he sells, no con- 
certed effort in that direction had been 
made. This year has witnessed a crys- 
tallization of effort along that line, and 
its cumulative effect is now being felt. 

“The National association’s program 
has received endorsement of many of 
the companies, and their executives are 
insisting that their buying departments 
confine their purchases to such goods as 
are manufactured under the protection 
of stock insurance, sold through agents, 
and urging that all employes do likewise 
in their home purchases. Your officers 
think it exceedingly important that the 
principle of business reciprocity be seli- 
applied by every member. 


Van Schaick’s Ultimatum 
Heard Around the World 


“Of far wider scope than his position 
would indicate, was the ultimatum de- 
livered in May by Insurance Superin- 
tendent G. S. Van Schaick of the New 
York department against rate cutting 
and excess commissions. The New York 
superintendent’s warning literally has 
been heard around the insurance world. 
The insurance commissioners of many 
other states have joined with the New 
York superintendent in their own states 
and the companies of the several classes 
have appointed committees which are 
diligently at work in an undertaking to 





clear up the abuses which all of us know 
have prevailed. We believe that this 
undertaking augurs well for the future 
of the business. 

“It would be diffcult to overestimate 
the beneficent effect of the new organ- 
izations for conference that have been 
perfected within the past few months. 
The Insurance Executives Association 
held its organization meeting this month. 
The scope of this body is wide. Its 
organization offers the answer to one of 
the crying needs of the day. 


Great Potentialities 
Seen in Organization 


“While it is too early to make predic- 
tions as to the extent to which the or- 
ganization of insurance executives will 
dominate the administrative department 
of the fire insurance business, one need 
only point to similar organizations in 
the other branches to disclose its poten- 
tialities. 

“The wonder grows that the fire exec- 
utives have delayed so long. Ever since 
the National Board of Fire Underwrit- 
ers admitted its lack of authority in the 
underwriting field, the necessity of such 
an organization with legislative powers 
has been manifest. 

“Tt appears to us not unreasonable 
that this new organization presages the 
time when no company will be per- 
mitted to operate in one territory as a 
member of the underwriting body, and 
as a free lance in another part of the 
country. If this be true, the problenis 
of the agent will be simplified vastly. 
He may represent companies which op- 
erate in unity under established rates 
and commissions, or he may choose the 
free lance type, with full knowledge that 
there is no division of loyalty. 


Fictitious Fleets Are 
Given Definite Setback 


“The close of the fiscal year brought 
news of the retirement of the Export 
Fire Insurance Company and the Ex- 
port Indemnity Company from the field 
of fictitious automobile fleet and group 
writing insurance. Your officers in their 
public appearances throughout the coun- 
try have been unceasing in their efforts 
to wipe out this discrimination. 

“Many companies continue to write it 
and the campaign against the practice 
must continue. But the Export com- 
panies may be called the pioneers in the 
field. It was notorious that the Export 
Indemnity was organized for the pur- 
pose of writing this class. It is re- 
ported that the Export Indemnity will 
liquidate because the joint activities of 
the National association and the insur- 
ance departments have cut off so many 
of their lines that the business is no 
longer profitable. 
page of the fleet rating activities of these 
companies is a definite answer to what 
the National association accomplishes.” 

Mr. Goodwin said in the year the state 
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W. E. HARRINGTON, Atlanta 


Mr. Harrington as chairman of the 
special committee on compensation in- 
surance played an important part in the 
program. 








associations of Washington, Oregon and 
Arizona allied with the National asso- 
ciation and the Montana association was 
launched. The New York City and 
Brooklyn associations joined their des- 
tinies with ours. In the city of Chicago 
a new board of strictly local agents has 
been formed, also to operate as a unit 
of the National association. The ma- 
jority of members of the Philadelphia 
association have become members, and 
the entire roster is expected to join at 
an early date. 

“In this new big cities movement,” 
he said, “it is impossible to fail to see 
an awakening on their part to the value 
of the National association and the 
necessity of no longer undertaking to 
play a lone hand. These cities are beset 
with the branch office spread. The 
agents are fighting with their backs to 
the wall. They recognize the need of 
acting in accord with agents through- 
out the country. 

“On the other hand, inclusion of these 
big city agents in the membership of the 
National association adds immeasurably 
to its power and prestige, through en- 
abling it to speak more nearly with the 
tongue of the entire agency body.” 

In the membership campaign there 
have been difficulties. Chairman Sparlin 
and his committee have been through 
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a hard year. State officers have worked 
unremittingly. States were canvassed 
so exhaustively to produce the annual 10 
percent increase in the first three years 
called for under the five year develop- 
ment program that the full 10 percent 
increase could not be reached for the 
fourth successive year. Mr. Goodwin 
said, however, that the present member- 
ship is the largest in history; its quality 
is the highest, and the association has 
strengthened its standing as one of the 
important insurance institutions. 
Election of Past President George D. 
Markham of St. Louis as a director in 
the U. S. Chamber of Commerce was 
seen as reflecting glory on him and also 
on the chamber. Mr. Goodwin said the 
National association is fortunate in hav- 


National association to the new admin- 
istration without strings, he concluded. 
“It must meet its new problems as they 
arise. We do urge, however, that the 
new spirit of conference reborn within 
the,spast year be not allowed to die. Its 
attainment reaches the ultimate for 
which the National association has 
striven for the 35 years of its existence. 


Unsolved Problems Are 
Turned Over to New Staff 


“To your constant vigilance. we com- 
mend these problems yet unsolved: 
Branch offices and non-policy-writing 
agents; overhead writing through com- 
pany pools; fictitious fleet and em- 
ployes’ group coverage; farm under- 
writing; the losing business of com- 
pensation and automobile liability; the 
continuous threats of governmental in- 
vasion of private business; cession and 
recession of reinsurance by organization 
companies of non-board companies, and 
by stock companies of assessment car- 
riers. 

“To the convention, we recommend 
that you give full measure of your sup- 
port to the special conference commit- 
tees appointed this year, which have 
striven so earnestly and competently in 
your behalf; that you select as your off- 
cers for the coming year men who inerit 
the respect of the entire insurance world, 
leaders of men who can rise above petty 
affairs and view your problems from the 








Presence of Banker Is 
Hint of Agents’ Power 





It is significant of the growing 
power and prestige of the National 
association that Orra E. Monnette, 
vice-chairman of the Bank of 
America, Los Angeles, which only 
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to the State Officers 


“To state officers: Build up your 
membership, and more important still, 
conserve your present membership; 
keep your association on a sound finan- 
cial basis; be on watch for qualities of 
leadership in your young men; where 
you find them, develop the material you 
have for the sake of the future of your 
state association. 

“To the individual member: Care- 
fully select the companies you repre- 
sent. Take no chances on a company 
whose management is open to question 
or whose underwriting policies are sub- 
ject to suspicion. Do not let the im- 
mediate monetary gain of an excess 
commission or a cut rate that will hold 
a single line blind you to the inevitable 
consequences of unsound underwriting. 

“Classify your companies. Reward 
with your premiums and trust the busi- 
ness of your policyholders only to such 
companies as abide by established rates 
and commissions and pay their just 
losses promptly. Establish adequate 
credit systems within your own offices 
and do not carry irresponsible assureds 
too long. 


Proposes Way to End 
Branch Office Threat 


“Make yourself so secure with your 
assureds by selling them sound indem- 
nity and with your companies by treat- 
ing them fairly that the American 
agency system, tried by the fires of a 
hundred years, will continue to prove 
itself essential to American business, 
and the talk of substitution of the branch 
office system will be silenced forever.” 


Goodwin Praises the Postal 
Telegraph for Its Support 





YOU'LL HAVE TO HURRY! 


lf you want the exclusive franchise to distribute The National Under- 
writer's attractive new 1932 insurance calendar in your city. It has twelve 
different seasonal rotogravure pictures and sales arguments—one for 
each month. Mounted on a heavy colored board back. Your name 
at top where it strikes all eyes. Mail this advertisement today along 
with your business card and 10 cents in stamps and receive sample 
calendar and full particulars about exclusive franchises. 
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A-1946 Insurance Exchange, Chicago 


a short time ago was one of the 
chief thorns in the side of the or- 
ganized agency body owing to its 
far-flung insurance activities, was 
a speaker at the Los Angeles con- 
vention. 

He spoke on business honor and 
ethics, equitable and high minded 
reciprocation. This further ce- 
mented the entente cordiale which 


LOS ANGELES, Sept. 24.—Presi- 
dent Goodwin paid a fine tribute to the 
Postal Telegraph Company, calling at- 
tention to the large posters it had placed 
in its show windows and offices bring- 
ing out the benefits of insurance. He 
said that the Postal is in entire sym- 
pathy with the agency system. It is 
taking a decided interest in insurance 
was built up when the Bank of and is giving the insurance interests 
America withdrew from insurance service that has never before been ren- 
ealtclation. dered. Two high representatives of the 
Postal were present and were _ intro- 
duced to the meeting. 
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New! Unusuat! Far Ahead of the Crowd! 


That’s What Franchise Holders are Saying about this 


New Color Rotogravure Pictorial 


“We think the New Pictorial with its color 
effect is a knockout.”—C. M. Hunt & Co., 
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IGHT years ago, the Insurance Pictorial 
K was first produced. It offered the fire 

and casualty agent a planned systematic 
program of continuous advertising. The plan 
has thoroughly demonstrated its value in hun- 
dreds of agencies in every section of the coun- 
try. No other plan of advertising that we 
know of has been so continuously popular and 
effective. 


So successful was The Pictorial that we hesi- 
tated to make any change whatever. But we 
wanted to keep ahead of the crowd. Other 
advertisers—large ones to be sure—were using 
Rotogravure. The field is constantly increas- 
ing. Next year there will be more. We be- 
lieve the time will soon come when one color 
rotogravure will be no novelty. 


Color rotogravure, just recently perfected, 
offered us the opportunity to again lift The 
Pictorial out of the crowd. It gave us the 
opportunity of producing for the insurance 
agent, advertising that would be far ahead of 
that used in other lines—in interest, in beauty, 
and in effectiveness. 


And the response from subscribers indicates 
that our guess was right. 


With the New Color Pictorial, the plan re- 


mains the same. Hundreds of agents have 
demonstrated that it pays to keep in touch 
with clients and prospects by means of an 
interesting pictorial bulletin. And the bulletin 
—The Pictorial—has been made more inter- 
esting. It has been given a new appeal 
through color. And it offers greater individu- 
ality for each franchise holder. 


Even the larger advertisers, who have be- 
gun to use Rotogravure in the past few years, 
have not attempted color rotogravure. It is 
too expensive—too difficult to work with. But 
now, the insurance agent can secure adver- 
tising which is far ahead of any rotogravure 
printing which even the largest advertisers of 


the country are using. And the cost of The 
Pictorial has not been increased. 


Individual Advertising 


It is not necessary that you call this the 
Insurance Pictorial. You can give this monthly 
publication any name you choose. The Sturte- 
vant-Overin Company, of New York, whose 
slogan is “Up-to-the-Minute Insurance Serv- 
ice,” calls their Pictorial “The Minute Man.” 
Fred L. Gray, of Minneapolis, calls his “Gray 
Matter.” C. M. Hunt Company, of Nashville, 
Tenn., name their Pictorial bulletin “Insurance 
Service.” 





“We agree with you that the New Pictorial 
is a better Pictorial.”—Sturtevant-Overin 
Co., New York City. 


“We believe the new form with the 
color is much more attractive.”—C, J. 
Adams Co., Atlantic City, N. J. 


“We are sold on it and think it is 
a BIG improvement over the old 
one.” Schroyer & Cline, Chicago, 
Illinois. 


“The New Insurance Pictorial 
surely draws the eye; it should 
and will draw in more business.” 
—Haney Lloyd Chattin, Ocean 
City, N. J. 


Your name, address, etc., is alse printed on 
the first page. This is the only name that 
appears on the publication; ours appears no- 
where. In addition, you can still further stress 
your service, and make the ‘Pictorial a more 
individual service, by special copy on the back 


page. 
Exclusive! 


Except in the largest cities, The Pictorial is 
sold on the exclusive basis. Only one agency 
in a city can distribute it. Of course, there are 
many cities that are closed, but your city may 
be one in which the franchise is available. 


Find out about the franchise for your city. 
Ask for sample copies, prices, and other infor- 
mation. Use this coupon. 


A1946 Insurance Exchange, 
Chicago, Illinois 

Please send me sample copies and complete 
information regarding the exclusive franchise 
in my city for your new color rotogravure 
Pictorial. 
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Greeting 


and 


Acknowledgement 


N extending greetings to the National 

Association ot Local Insurance Agents, 
the Norwich Union Companies express an 
acknowledgement of the splendid efforts of 
its Agents. 


We appreciate the privilege to cooperate, 
assist and serve them cheerfully and whole- 
heartedly at all times, recognizing that the 
success of our Agents means the success of 
our Companies. 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


Hart Dartington, Manager 


EAGLE FIRE COMPANY 


of NEW YORK 
INCORPORATED 1806 


75 Maiden Lane, New York 
Hart Darlington, President 


The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


Hart Darlington H. L. Callanan 
Chairman of the Board President and General Manager 


In NORWICH UNION there is strength. 





























